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YOU’RE WITH 
NEW ENGLAND MUTUAL? 


YES, 
NEW ENGLAND LIFE, 
THAT IS. 


TO AVOID CONFUSION 
WITH ALL SORTS OF 
OTHER MUTUALS. 
BESIDES, 

“NEW ENGLAND LIFE” 
IS EASIER TO SAY 
AND TO REMEMBER. 


HOW COME? 


COMPANY 
CHANGED 
ITS NAME? 


NO, 
JUST CHANGED 
THE EMPHASIS. 


YES, 

AND MUTUALITY 
WILL ALWAYS BE 
IMPORTANT TO US; 
WE'RE SIMPLY 
GOING TO GET MORE 
OUT OF LIFE. 


BUT YOU 
WERE THE 
FIRST 
MUTUAL LIFE 
COMPANY. 


NEW ENGLAND 
Mili LEE sees” 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1635 
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This is success... 


























AN ENTHUSIASTIC, head-in-the-clouds 
attitude gives UCLIC the kind of forward 
thinking that is likely to result in forward 
going. 

A feet-on-the-ground stability gives us 
the wisdom to think all around our thinking — 






Yours for Life — and Casualty, Too! 





to make sure it is practical and rock-solid. 

This combination has made us grow— 
we’re several times as big today as we were 
four years ago. So are men who have joined 
us. Want to be going places instead of just 
going around? Write to: 


Roy A. Foan, Vice President and Director of Agencies 


NION CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue * Mount Vernon, New York 
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Sues for Tax Paid 
on Commission He 
Get on Own Policy 


Ostheimer Brings Action; 
NALU Authorizes $1,500 
as Possible Amicus 


One suit has been started and anoth- 
er is being readied to test the validity 
of the internal revenue service’ conten- 
tion that insurance agents must pay in- 
come tax on the commissions they re- 
ceive for insurance written on their 
own lives or property. 

The National Assn. of Life Under- 
writers board of trustees has author- 
ized Carlyle M. Dunaway, counsel, to 
pay up to $1,500 to enable NALU to 
participate as amicus curiae in either 
case or both, at Mr. Dunaway’s dis- 
cretion. 

The suit already filed is that of A. 
J. Ostheimer II, agent of Northwestern 
Mutual Life at Philadelphia and head 
of Ostheimer & Co., prominent pension 
and employe benefit plan firm. Suit 
was brought in federal court in Phila- 
delphia. Mr. Ostheimer seeks to re- 
cover taxes he paid on commissions on 


| life insurance policies which he owns 


' and on which he acted as agent. The 








XUM 


court calendar is so jammed that it is 
expected to be at least a year before 
the case will be reached. 

oe eo e 

The suit still in preparation is being 
brought in federal court in New York 
City by Sadler Hayes, general agent 
at New York for Penn Mutual Life. 
The same type of situation is involved 
as in the Ostheimer suit. 

The litigation stems from an internal 
revenue service ruling of last May, No. 
55-273, in which the IRS took the po- 
sition that commissions received by an 
insurance agent on insurance policies 
purchased by him on his own life or 
property constitute taxable income to 
him (1) whether such commissions 
are payable in cash or in the form of 
reduced costs on such policies and (2) 
whether he is an independent contrac- 
tor or an employe of the issuing agen- 
cy or company. 

While the ruling dealt with an em- 
Poye of a general insurance agency, it 
altered a ruling of 1932 to the effect 
that an agent realized taxable income 
under these circumstances only if an 
employer-employe relationship existed 
between the insurer and him. 





N. Y. Lite Lends $15 Million 

New York Life has authorized a $7 
million mortgage loan to Memorial 
Hospital of Houston. 

The 20-year mortgage will be used 
Primarily for constructing a 13-story 
air-conditioned medical building on 
the hospital site. A small portion of 
the money will be used to air-condition 
three hospital structures already com- 
pleted, two of which are seven stories 
in height and the third eight stories. 

The structure, scheduled for com- 
pletion by July, 1957, is two blocks 

m the new Second National Bank 
which is being constructed with the 
7 a $8 million loan from New York 


NALU Files Brief 
Opposing Tontine 
Type Contracts 


National Assn. of Life Underwriters, 
in its brief filed with a National Assn. 
of Insurance Commissioners subcom- 
mittee, clearly explains the funda- 
mental distinction between tontine, 
semi-tontine, and “jack-pot” dividend 
plans on the one hand and terminal 
dividends on the other. 

Supporters of policies that split up 
a special accumulated fund among 
surviving policyholders have attempt- 
ed to prove that this practice is basic- 
ally the same as the distribution of 
termination dividends. 

The NALU brief was filed with the 
subcommittee on tontine policy con- 
trol of the NAIC, headed by Com- 
missioner Pansing of Nebraska. 

After describing how a_ terminal 
dividend operates as a means of as- 
suring a reasonable surplus yet letting 
the withdrawing policyholder take his 
share of surplus that is no longer 
needed because he is taking his lia- 
bilities with him, the NALU brief 
continues: 

“Policies of life insurance that pro- 
vide for deferred dividends at the end 
of a specified term of years to the 
surviving holders of such _ policies 
when continued in full force, especial- 
ly when accompanied by literature il- 
lustrating very large rewards in rela- 
tion to the basic guaranteed values 
and benefits, are manifestly not devel- 
oped on the basis of the objectives 
and principle described above. Rath- 
er, the motivating factor under such 
a practice would clearly appear to be 
one of attempting to promote the sale 
of the usual guaranteed life insurance 
benefits by an accompanying invita- 
tion to participate in a superimposed 
speculative venture which promises 
very handsome rewards to the sur- 
vivors of a group at the expense of 
the terminators. 

“In every case that has come to our 

(CONTINUED ON PAGE 16) 


Sessions Planned for 
Actuaries Convention 


Society of Actuaries will hold its 
annual meeting at the Sheraton-Mt. 
Royal Hotel, Quebec, Can., Oct. 5-7. 

The program for Wednesday includes 
the presidential address, election of of- 
ficers and governors and miscellaneous 
business. The following new papers 
will be presented and discussed; “An- 
alysis of Approximate Valuation Meth- 
ods” by E. Allen Arnold, Standard In- 
surance Co.; “A Valuation Study of 
Disability Benefits Included in Life 
Insurance Policies,” William H. Kel- 
ton, Travelers; “Adding or Increasing 
Substandard Extras on Policy 
Changes,” Shepherd M. Holcombe, 
Connecticut General Life; “Term vs 
Whole Life,” Donald C. Baillie, Uni- 
versity of Toronto; and “Family His- 
tory of Cardiovascular-renal Disease,” 
Alton P. Morton, Prudential. 

The following papers, given at pre- 
vious meetings will also be discussed: 
“New Possibilities in Graduation,” 
Kingsland Camp, Equitable Society; 
“A Practical Method of Forecasting a 
Life Insurance Company’s Gross Op- 
erating Earnings for the Current 
Year,” J. Barrett Walker, Canada Life 
Assurance; “Weighted Exposure For- 
mulas,” Alan A. Groth, Actuarial Serv- 
ice Corp., Lake Bluff, Ill.; “Mortality 
Experience of Union Civil War Veter- 
ans,” Robert J. Myers, and Louis O. 
Shudde, Social Security Administra- 
tion; “1954 Amendments to the Social 
Security Act,” Robert J. Myers; “Group 
Life Insurance With Paid-up Values,” 
Robert G. Espie, Aetna Life; “Funding 
of Group Life Insurance,” Charles 
L. Trowbridge, Bankers Life of Iowa, 
and “Pension Plans—Provisions for 
Termination of Plan,” Dorrance C. 
Bronson, The Wyatt Co., Washington, 
D. C. 

Thursday will feature informal dis- 
cussions on underwriting, group in- 

(CONTINUED ON PAGE 16) 








Late News Bulletins... 








Equitable to Help Boost Faculty Pay 


NEW YORK—During 1955 Equitable Society will contribute to eligible col- 
leges a total of $100,000, mainly to help increase faculty salaries. To be eligible 
a college or university must be a privately supported accredited four year in- 
stitution of significant size. Contributions will be allocated to selected eligible 
institutions on a regional basis, selected institutions in each region to receive 
in the aggregate approximately the proportion of the total sum whch the en- 
rollments in eligible institutions in the region bear to the total national enroll- 


ment in such institutions. 


Appropriate consideration will be given to those qualified institutions from 
which Equitable customarily recruits its staff of college trained personnel, and 
advice will be obtained from an advisory committee of at least three educators, 
one of whom may be a member of the board of Equitable. It is to be expected 
that comparable gifts to colleges and universities under this or a similar plan 
will be continued by Equitable in future years. 


Life Stock Fund up 234%2% in Value 


Life Insurance Investors, Inc., investment fund specializing in life company 
stocks, has announced in its first semi-annual statement, covering about five 
months of operation, that its worth has increased about 2342%. The fund began 
business Feb. 3 with $21 million received from the sale of shares. A total of 


‘$12,429,909 was invested in stocks of 21 life companies by 
the market value of the shares was $15,348,488. __. ~ 


July 31. By that date 


Would Bar Sales to 
GIs Unless Insurer 
Has Local License 


House Committee Derides 
Effort to Duck Licensing; 
Asks Overseas Curbs, Too 


WASHINGTON—Defense Depart- 
ment regulations should be amended 
to provide that any agent and any 
company, to be licensed to do business 
on a United States military reserva- 
tion, shall as a prerequisite be licensed 
in the state or territory in which the 
reservation is located, the Hebert sub- 
committee of the House armed serv- 
ices committee recommends in its re- 
port issued this week. 

The report will be taken up next 
week at a conference of the Defense 
Department with representatives of 
National Assn. of Insurance Commis- 
sioners and the life insurance business. 

If adopted, this licensing require- 
ment would involve quite a change 
from the present system, which re- 
quires local licensing only when the 
state in which the installation is lo- 
cated has retained exclusive or con- 
current jurisdiction over the installa- 
tion. Under present regulations, a 
company or agent, if licensed in any 
state or in the District of Columbia, is 
permitted to solicit business at install- 
ations where exclusive jurisdiction has 
been ceded to the United States. 

The Hebert committee recommends 
that at overseas installations no agent 
be licensed until he has had at least 
a year’s satisfactory experience attest- 
ed by the insurance commissioner of 
his state or territory and by the com- 
pany or companies he has represented 
and that when licensed abroad he 
shall likewise be qualified and licensed 
in the state in which the company 
he is authorized to sell for is licensed 
or chartered. 


The committee’s third recommenda- 
tion is that a board of five state in- 
surance commissioners, chosen from 
among state and territorial commis- 
sioners, and rotated annually, be. con- 
stituted an advisory committee to cer- 
tify to the qualifications of companies 
desiring to do business in overseas 
commands. The committee feels that 
no company that has not been doing 
business at least five years should be 
considered worthy of being permitted 
to solicit business in overseas com- 
mands. 

Though not insisting on it as a qual- 
ification, the committee recommends 
that life companies qualified in only a 
limited number of. states consider the 
advantage of agreeing to venue in the 
courts of the states of residence of 
their insured. The committee stresses 
the confidence that such a provision 
would inspire. 

While not recommending the dis- 
continuance of the allotment system, 
because of its many advantages to the 
insured, the committee recommends 

(CONTINUED ON PAGE 14) 
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Texas Legal Reserve 
Officials Meet, Probe 
Problems of Business 


The “Washington Tax Scene” as it 
applies to life insurance companies 
was outlined at the convention of Tex- 
as Legal Reserve Officials Assn. in 
Austin, Sept. 1-3. 

About 300 persons heard Eugene 
Thore of Life Insurance Assn. of 
America, Washingtcn, D.C., describe 
the many changes in ideas for the cor- 
rect method of taxing life companies 
that have prevailed in Washington 
since 1913. 

Mr. Thore said the mutual company 
idea of taxation on income only pre- 
vailed at one time, emphasizing the 
premise that stock and mutual compa- 
nies must be taxed on the same basis 
if they are to be on a competitive ba- 
sis. 

One method of taxation provided 
for a weighting plan, Mr. Thore said, 
while another provided a generous de- 
duction and the taxation of free in- 
terest. He said stock companies made 
a mistake in agreeing to the free inter- 
est taxation. The problem of securing 
an equitable tax plan for stock com- 
panies, which must compete with mu- 
tual companies, lies with the attitude 
of the Treasury Department, he said. 

Mr. Thore said the Treasury desires 
a tax on all free interest. He said the 
total approach of the Treasury and the 
matter of taxing insurance companies 
will be an issue next year. He ex- 
pressed the view that, while there will 
be minor conflicts as to ccrrect taxa- 
tion of stock life companies, he expects 
something will be done before next 
March 15 and that the plan may go 
back to the 64%% plan in effect in 1950. 

Association officers elected during 
the convention include W. P. Glass 
Jr., president, president of Southwest 
Security Life, San Antonio; Donald 
J. Wilmon, 1st vice-president, presi- 
dent of United Bankers Life, Dallas; 
L. H. Graves Jr., 2nd vice-president, 
executive vice-president of National 
Bankers Life, Dallas; Preston Doughty, 
secretary, president of Citizens Stand- 
ard Life, Corpus Christi, and A. Fred 
Armstong Jr., assistant secretary, presi- 
dent of American Capitol, Houston. 


Standford Miller, Employers Rein- 
surance, Kansas City, discussed “Major 
Medical Policies,” telling of the tre- 
mendous medical advances made 
during the 40 years his company has 
been in the reinsurance business, point- 
ing out that those who go to hospitals 
now remain shorter periods but at 
much higher costs for care and treat- 
ment, 

Hospital insurance is reaching a sa- 
turation point, he said, and there is no 
other insurance field which has as 
many claims per dollar of premium in- 
come. 

Mr. Miller said an important seg- 
ment of the population, especially up- 
per income bracket, needs catastro- 
phic coverage rather than hospital in- 
surance. This coverage, he said, must 
be provided by private companies or 
the government will provide it. 

He stressed the belief that major 
medical expenses cannot be budgeted 
and that major medical expense cov- 
erage is available for a comparatively 
untapped market. 

Mr. Miller said major medical cov- 
erage does not fit in with underwriting 
standards. He called attention to the 
variation in age of the insured and 
problems of blanket coverage. 


He also called attention to the prob- 
lem of inflaticn as related to major 
medical coverage, blanket basis of 
writing, and the non-cancellable cov- 
erage with the need for adjustment of 
the rate. He suggested that there be an 
increase in the rates to go along with 
the rising cost of hospitalization and 
medical care. 

He stressed the difference in hospi- 
talization costs in different secticns, 
pointing to the higher costs in the 
northeast and west coast as compared 
with costs in the midwest and south. 
He suggested that some of the hazards 
to writing major medical coverage 
may be reduced by elimination periods. 

Mr. Miller spoke of the danger of 
selection against the company writing 
major medical insurance. He said he 
does not believe the companies will 
cover the market rapidly. This is a 
field that calls for ingenuity in meet- 
ing rate need for companies, he said. 





Additional Premiums 
Deterred by Flood 


For policyholders in flood areas, 
Metropolitan Life is following its es- 
tablished disaster procedure which 
provides that no ordinary, industrial, 
group or A&S policies need lapse as 
a direct result of the catastrophe. 

No time limit was set but local man- 
agers have been notified that the pro- 
cedure will continue in effect until 
they are advised otherwise. Managers 
were authorized to use their own dis- 
cretion in paying certain claims on the 
spot, or arranging for handling them by 
wire where the circumstances war- 
rant. 

Equitable Society, which offered an 
extra 31 days beyond the normal grace 
period in instances where the regular 
period or last extension expires be- 
tween Aug. 18 and Sept. 30, has author- 
ized cashiers in disaster areas to ac- 
cept the later payments from qualified 
flood victims. The company antici- 
pates that a number of policyholders, 
due to damage to homes or means of 
livelihood, will take advantage of the 
moratorium. 


Says Murchison Wants 
No Provident Life Stock 


The report that Murchison interests 
of Dallas are trying to acquire stock in 
Provident Life is an idle rumor with- 
out justification, Holman Jenkins, gen- 
eral counsel for Murchison interests, 
said. “There is no truth to the rumor. 
any, are making no move to acquire 
Provident stock now, are not buying 
Murchison interests do not own 
any and presently have no intention of 
acquiring any,” he said, adding he was 
at a loss to guess the source of the 
rumor. 

Another emphatic denial of the ru- 
mor was made by Richard H. Barry, 
financial consultant of Fargo, who is 
representing the Murchison interests 
in the move to acquire control of West- 
ern States Life: Said he, in part: “I 
am sorry to disappoint the ambitions 
of the instigator of the rumor but it 
simply is not true.” 





Kansas City Life Has 


Biggest Month in History 


Kansas City Life had its greatest 
month in history in August with $41,- 
207,309 in new business, an increase 
of 37.6% over August, 1954, which was 
the previous record. For the first eight 
months, the company has $139,412,781 
in new business, a gain of 37.1% over 
the same period last year. 


Eleanor Dowling 
Resigns NALU Post 


NEW YORK—Mrs. Eleanor B. Dowl- 
ing, for the last eight years executive 
assistant at Na- 
tional Assn. of 
Life Underwriters 
headquarters, has 
resigned, effective 
Oct. 1. She has not 
announced her fu- 
ture plans. 

For some vears 
Mrs. Dowling has 
served as head- 
quarters aid to the 
membership com- 
mittee, which this 
year set an all- 
time June 30 record of 57,986. She 
prepared the promotional material and 
had the responsibility for maintain- 
ing contact with the local and state as- 
sociation membership chairmen. 

As headquarters aid to the education 
and training committee, Mrs. Dowling 
produced four film strips—Your NALU 
and Mine, What Makes Them Buy, You 
Owe it to Yourself, and Training for 
Today’s Life Underwriter. The com- 
mitte pioneered NALU’s entry into 
the field of visual education. 

From its inception in 1949, Mrs. 
Dowling worked on the leadership 
training program for state and local 
association officers and developed the 
first locse-leaf manual for local and 
state presidents. 

Mrs. Dowling has been editor of the 
NALU monthly Wheelhorse News- 
letter since it was founded in 1951. 
This goes to all state and local associa- 
tion officers. 

Mrs. Dowling joined NALU after a 
number of years of free-lance writing 
during which she worked with such 
well-known personalities as Columnist 
Dorothy Thompson and the late Alex- 
ander Woollcott. While with NALU 
she has continued her free-lance work 
and recently completed 16 biographical 
episodes for a historical and biographi- 
cal album commemorating the 250th 
anniversary of the birth of Benjamin 
Franklin. 

Soon after graduating from Smith 
College, Mrs. Dowling worked as a 
reporter and columnist for the former 
Omaha Journal of Commerce. 


90 Apply for Job as 
Alaska Commissioner 


Alaska insurance commission has 
received approximately 90 applications 
for the newly created full-time posi- 
tion of insurance commissioner. 

The commission has screened the ap- 
plications for the $10,000 a year posi- 
tion and will invite the three top 
applicants to Juneau for personal in- 
terviews when the commission meets 
at the end of this month. John A. Mc- 
Kinney, territorial finance officer, is 
seving as insurance commissioner pro 
tem. 





E. B. Dowling 








Report Nationwide to Buy 
Capital Transit of D. C. 


A Columbus newspaper is reporting 
negotiations on the part of Nationwide 
group to purchase Capital Transit Co. 
of Washington D. C. 

Although unable to confirm its infor- 
mation, the newspaper, the Columbus 
Citizen, says a reliable source said 
Nationwide is thinking of buying 
Capital Transit, which has just gone 
through a 52-day strike, and put it on 
a cooperative basis. Murray Lincoln, 
president of Nationwide, is one of the 
most prominent advocates of coopera- 
tive ventures. 


Add Speakers for 
GAs Midwest Meet 


Coy Eklund, Hugh T. Dillon ay 
Lawrence Leland will be additiony 
speakers at the midwest managemen; 
conference of General Agents & Map. 
agers Assn. of Indianapolis in Freng 
Lick, Ind., Oct. 20-22. 

They are in addition to H. Brug 
Palmer, president of Mutual Benefit 
Life; Carr Purser, general agent, Pem 
Mutual Life, New York City; Hy 
Nutt, director of the Purdue school, 
and C. E. Gaines, executive associate 
director of Southern Methodist Uni. 
versity. The complete program yi 
consist of 12 speakers. 

Mr. Eklund, Detroit manager fo 
Equitable Society, will speak on “Mp. 
tivation Moves Mountains.” Entering 
the business as an agent, he started g 
“scratch” agency in Detroit in 1947, 
doing $26,100,000 ordinary last yea 
with 79 agents and 11 assistant man- 
agers. 

A former practicing attorney, Mr, 
Dillon took charge of the Atlant, 
agency for National Life of Vermont 
in 1945 when it stood 26th in company 
ranking. Last year it achieved first 
place. His talk will be “Recruiting: 
Where I Find Them; What I Tel 
Them.” 

Mr. Leland, manager of agencies, 
American United Life, Indianapolis, 
is a former basketball coach and cur- 
rently a referee of the game in In- 
diana. Starting in the field by paying 
for $300,000 his first year, he entered 
the home office six years ago. His 
topic will be “Recruiting: Our Visual 
Plan, Step by Step.” 

The midwest conference, first of the 
association sponsored management 
meetings, is staged annually by 
GA&MA of Indianapolis. Chairman of 
the 1955 session is Grant O. Q. John- 
son, manager, Indianapolis Life. 


United of Chicago Plans 
30 for 1 Stock Split | 


Stockholders of United of Chicago. 
will vote Sept. 17 on a plan to split the’ 
stock 30 for 1 and change the par value. 

Under the proposal, the authorized 
shares would be increased from 40,000 
to 1,200,000, and the par value would 
be reduced from $25 to $2.50. The 
effect would be to raise the capital 
from $1 million to $3 million. 

Stockholders also are notified that 
included in the program is the elimina- 
tion of the preemptive rights of holders 
of common shares. 











Beery Has Top Score in 
Colo. Examination, Is 


Permanent Commissioner 


Commissioner Sam N. Beery of Col- 
orado received the top grade in the 
civil service examination for Colorado 
insurance commissioner, and now has 
won permanent appointment. His score) 
was 93.43. i 

Mr. Beery was appointed to the 
$6,648 a year job last October to re| 
place Luke J. Kavanaugh who resigned. 
The salary increases to a maximum 
of $8,496 after five years of service. 

Six candidates took the examination 
for commissioner. 








Leaver to Pacific National 


in Mortgage Loan Unit 
Gerald L. Leaver has joined Pacific 
National Life of Salt Lake City in the 
mortgage loan department. He_has 
been Reconstruction Finance Corp. 
manager at Salt Lake and Port 
Ore. Mr. Leaver has been with 
for 23 years. 
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William Montgomery Dies at 85; Built Acacia 
Mutual from Struggling Assessment Insurer 


William Montgomery, 85, died in his 
g2nd year as head of Acacia Mutual 
Life, at Doctors 
Hospital, Washing- 
ton, D.C., after a 
cerebral hemorr- 
hage at his home. 
His death occurred 
two weeks after 
that of one of his 
three sons, Vice- 
president Robert 
B. Montgomery of 
Acacia. 

The Acacia’s 
president was fa- 
mous for the cour- 
age of his convictions and the vigor 
with which he put them into effect, 
even when he was at an age when most 
men have retired from active business. 
He was never deterred in the least by 
the fact that his views or actions might 
be at odds with those of the general run 
of life company executives. He had the 
satisfaction of seeing some of his m- 
novations adopted quite generally in 
the business. 

Masonic Mutual Relief Association of 
Washington, D.C., a tiny struggling 
assessment mutual relief society, was 
about to go out of business when young 
William Montgomery, who had been 
handling its secretarial work, persuad- 
ed the directors to keep the company 
going and on his 24th birthday, Dec. 
26, 1898, he was unanimously elected 
secretary. He was the organization’s 
sole employe. Membership was be- 
tween 600 and 700. Insurance in force 
amounted to about $360,000—provided 
every member paid his assessment. The 
only asset was the building in which 
the office was located—worth about 
$11,000. To take care of death claims 
then unpaid the directors borrowed 
from a local bank. 


Mr. Montgomery could see that the 
association was being held back by the 
method of assessing all members on 
the same basis regardless of age. He 
devised and put through a plan based 
on the member’s age. In 1895 the medi- 
cal examination requirement was put 
into effect, as was the decision to pay 
a fee of $5 to any person who brought 
in an application for membership. 

Becoming convinced that the legal 
reserve system was the right one, Mr. 
Montgomery sought to get the charter 
amended accordingly but he ran into 
opposition from the insurance superin- 
tendent. In spite of this opposition 
Congress passed the bill and it was 
signed by President Theodore Roose- 
velt. Nevertheless it took an appeal to 
the District of Columbia commissioners 
to force the insurance superintendent 
to issue a license. 

Acacia’s low-gross-premium policy 
was emphasized in the annual report 
to policyholders for 1903 in which Mr. 
Montgomery stated: 

“No delusive estimate of dividends 
put out to catch the unwary and usual- 
ly deferred for a long term of years is 
made. The association has assumed the 
full mortality under the standard table 
and a low rate of interest, on both of 
which there should be a saving, and 
being purely mutual all members par- 
ticipate in the profits and the surplus 
over the legal reserve, or the amount 
necessary to guarantee the payment of 
every obligation, will in the future as 
pe "3 past be returned to the mem- 


Acacia has never used dividend esti- 
mates. Moreover, Mr. Montgomery 
waged a one-man crusade for the elim- 





William Montgomery 


ination of the practice of using divi- 
dend estimates in selling life insurance. 

As the company expanded, it found 
that there were several states in which 
it could not obtain a license unless it 
qualified as an old-line legal reserve 
life company. For this it needed anoth- 
er amendment to the congressional 
charter. Mr. Montgomery, in 1922, set 
out to cbtain this. 

Suggestions had been made that the 
association be converted to a stock 
company but Mr. Montgomery opposed 
this and he had incorporated as part 
of the bill to make the association 
an old-line company the following 
amendment to the charter: “That the 
association shall forever to conducted 
for the mutual benefit of its policy- 
holders and their beneficiaries and not 
for profit.” After a discouraging strug- 
gle, the bill was passed and the organi- 
zation’s name changed to Acacia Mu- 
tual Life Association. 

In 1923 Mr. Montgomery pioneered 
an entirely new type of agent’s con- 
tract. This was in response to the prob- 
lem of conserving business. The first- 
year commission under Acacia’s con- 
tract is about the same as that paid by 
most companies but instead of a re- 
newal fee for a few years the agent is 
paid a continuing monthly income to 
give — to the policyholder as long 
as his policy remains in force. 

This has reduced lapses and made 
for permanency of agency employ- 
ment because under Acacia’s form of 
contract the agent’s service fee in- 
creases in proportion to the volume of 
business he produces and keeps in 
force. Hence it is to his interest to ren- 
der service to the policyholders and to 
stay with the company. 

In addition, the agent is given an op- 
portunity to earn a substantial bonus if 
he sells quality business—meaning in- 
surance sold to a definite need and on 
a plan and at a premium rate consis- 
tent with the policyholder’s ability to 
pay. 

It was early in 1926 that Mr. Mont- 
gomery recommended the adoption of 
a new schedule of low mutual premium 
rates comparable to the non-participat- 
ing rates charged by stock companies. 
He was so convinced that the low-pre- 
mium principle would prove advan- 
tageous to the insurance-buying public 
that he presented a paper at the an- 
nual meeting of the American Life 
Convention in Dallas in 1927 telling 
why Acacia had adopted this plan. He 
stressed the point that it is impossible 
for any company to return all the 
overcharge: “The agent gets his share 
in commissions, the state gets its share 
in taxes, and there is the home office 
cost attendant upon collecting it, ac- 
counting for it, and returning it to the 
policyholder.” 

Concerned over the heavy lapse rates 
which life companies generally were 
experiencing, Mr. Montgomery in 1927 
wrote every life company president 
urging that the industry unite in a na- 
tional campaign to eliminate as far as 
possible the waste and loss resulting 
from discontinued policies. 

While this did not bring any inter- 
company action, Mr. Montgomery was 
determined that Acacia at least would 
do all it could to alleviate the situation. 
Accordingly, from that day to this, 
Acacia’s stationery has carried the slo- 
gan: “Do not lapse your policy in any 
other old-line company to take one in 
Acacia—do not lapse your policy in 
Acacia to take one in any other old- 
line company—you lose in either case.” 


A point on which Mr. Montgomery 
disagreed with the general practice of 
companies was the accumulation of 
surplus funds by mutual companies. 
He took the view that mutual compa- 
nies amassed larger surpluses than 
were necessary. 

In 1929, feeling that there should be 
a closer working relationship between 
the sales force and the home office 
personnel, Mr. Montgomery established 
a field advisory committee composed of 
both management and sales represen- 
tatives. It has met regularly every 
year and its members discuss openly 
and frankly the field problems. 


In 1932, although the company was 
making steady growth under the re- 
striction in its congressional charter 
which limited policyholders to master 
Masons, it became apparent that by 
limiting its field of usefulness and 
service the real potential of the com- 
pany again applied to Congress for an 
amendment to the charter, which 
would permit Acacia to sell to every- 
one. It also changed the company’s 
name to its present one—Acacia Mu- 
tual Life Insurance Co. 


In 1933 Mr. Montgomery pioneered 
the monthly purchase plan for paying 
off mortgages. 

The following year, the Acacia field 
force, in recognition of Mr. Montgom- 
ery’s continuing efforts to reduce lap- 
sation and the enormous waste and 
loss it involved, recommended the for- 
mation of the William Montgomery 
Quality Club. 

In 1944 Mr. Montgomery pioneered 
social security for life agents by de- 
fining their status as regular em- 
ployes, giving them the same social 
security rights as were enjoyed by 
the home office people. 

In 1950 when Acacia passed the bil- 
lion-dollar mark of ordinary insurance 
in force it was pointed out that it was 
the first life company to reach that 
goal under one man’s leadership, with- 
out capital stock or guarantee fund, 
without reinsuring any other compa- 
ny’s business, without accepting bro- 
kerage, industrial, group or wholesale 
insurance of any kind. 

One of Mr. Montgomery’s important 
activities was in seeking a basis for in- 
come taxation of life companies that 

(CONTINUED ON PAGE 12) 

















in the American Pattern of PLANNED ACTION* 


* ALEXANDER GRAHAM BELL believed in himself 
and his ability and followed PLANNED ACTION, which 
led to his invention of the telephone. 

“PLANNED ACTION” by you today can launch you 
on a lifetime, profitable career with National Reserve 
Life—the company Strong as the Strongest—Enduring 
as Rushmore! From the territory of Hawaii. . . from 
California to Florida our one hundred and seventy 
million dollar company is engaged in a dynamic ex- 
pansion program which offers opportunity for you. If 
you are ready for General Agent capacity, contact 
us today. We will be glad to give you complete infor- 
mation without obligation—and of course, all infor- 
mation will be held confidential. 

Don't delay—plan your action today and you can 
go forward with National Reserve Life—the company 


that’s really growing! 


H. 0. CHAPMAN, Pres., S. H. WITMER, Chm. of the Board 
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Stouffer Appointed 
W. Va. Deputy: 
Miller Chief Deputy 


Richard H. Stouffer of Charleston 
has been appointed deputy insurance 
commissioner of West Virginia in 
charge of the regulation of life and 
A&H insurance and Louie Miller Jr., 
who has temporarily held this posi- 
tion, has been named chief deputy 
commissioner, a newly created post. 

In addition to assisting the ccm- 
missioner with the general adminis- 
tration of the insurance department, 
Mr. Miller will be charged specifically 
with the duties of supervising Blue 
Cross-Blue Shield plans, the admis- 
sion of companies and the examina- 
tion of licensed insurers. 

Mr. Stouffer, who will supervise the 
handling of complaints by insured, the 
approval forms for policies to be sold 
in the state and the general admin- 
istration of the statutes relating to life 
and A&H, has more than nine years’ 
experience in the life business. 


For the past two years he has been 
general agent of Ohio State Life in 
West Virginia. Prior to that he was as- 
sistant manager of the ordinary de- 
partment of Prudential at Charleston. 
During the past year he has conducted 
the life underwriters training course 
in the southern part of the state. 





State Mutual's Group 
Meeting Sept. 12-14 


State Mutual Life’s annual group 
conference will be held Sept. 12-14 
at Skytop lodge in the Pocono Moun- 
tains of Pennsylvania. Field repre- 
sentatives will take part in panels and 
home office executives will discuss 
latest developments in special phases 
of sales and service. 

On hand from the home office will 
be: President H. Ladd Plumley; Alan 
R. Willson, 2nd vice-president; Arthur 
A. Dunn, assistant secretary; Wallace 
R. Shaw, manager of the group sales 
department; William R. Reitzell, man- 
ager of the group sales administration 
department; and Donald C. Day, assis- 
tant manager of the group sales de- 
partment. 








When you are born .. . When you go to school . . . When you 
get married ... When you serve in the Armed Forces . . . When 
you do almost anything of importance, somebody, somewhere 
punches a hole in a card and you become another statistic. 


Now at Lutheran Mutual we have the best in punched card 
machines, but both our agents and our policyowners mean far 
more to us than rectangular holes in a piece of cardboard. 


Maybe that’s why our agents stay with us . . . they like our 


personal attention and training 


. . . our pension and hospital- 


ization plans. They like to be called by their first names. 


And our lapse rate... 
industry ... 


among the lowest in the entire 
speaks volumes for the careful and individual 


attention accorded to each and every one of our policyowners. 


Lutheran Mutual 


Home Office + 


LIFE INSURANCE COMPANY 


Waverly, lowa 








COMPLETE 
PROTECTION 


Agency Franchises Available 


OPIN Y 


INDIANAPOLIS INDIANA 


Await N.C. Decision 
on Allowing Sale of 
Profit Sharing Policy 


National Old Line of Little Rock 
maintained that its A-530 policy is 
legal and in the public interest at a 
three-hour hearing before Insurance 
Commissioner Gold of North Carolina. 
The commissioner promised to decide 
as soon as possible on whether to per- 
mit continued sale of the policy in the 
state. 

The policy allows a division of 
profits among policyholders from 
accumulations derived from lapses, 
surrenders, excess earning and favor- 
able mortality. 

The company was represented at 
the hearing by attorneys and Russell 
King, its actuary. Robert L. Walker, 
Peninsular Life, Orlando, who just 
stepped down as president of Na- 
tional Assn. of Life Underwriters, 
appeared as an opposition witness for 
North Carolina Assn. of Life Under- 
writers. The state association con- 
tended it is not in the public interest 
to link a profit sharing plan with a 
life policy. 

The state association also objected 
to Coastal States Life’s estate builder 
plan, which was withdrawn by the 
company before the hearing was held. 





Guarantee Reserve 
Appeals FTC Order 


Guarantee Reserve Life has appealed 
to members of the federal trade com- 
mission from an order of FTC Exam- 
iner Laughlin requiring the company 
to produce a number of documents in- 
cluding all forms of A&H policies sold 
or used by the company in 1953 and 
1954. The company contends the docu- 
ments in question are outside the 
scope of the complaint. 

Paul Dixon, FTC staff attorney sup- 
porting the complaint, has filed an- 
swer to the appeal and a brief opposing 
it. If the commission overrules the 
appeal and the company still does not 
produce the documents, will 
probably take the matter to court. 

In the FTC complaint against Bank- 
ers Life & Casualty, FTC Attorney 
Ray Hays has filed a brief in opposi- 
tion to the company’s motion to .dis- 
miss. 


General American Plans 
Nationwide Ad Campaign 


About 250 General American Life 
producers, guests, and home office rep- 
resentatives heard President Powell 
B. McHaney introduce the company’s 
first national magazine advertising 
program at its national convention at 
Banff Springs Hotel, Canada. 

Speaking at the convention banquet, 
Mr. McHaney outlined a 13 week 
advertising schedule in five nationally- 
circulated business magazines, touch- 
ing off plans for a new series of na- 
tional advertising pre-approach sales 
aids, designed to boost prestige for 
each representative in his community. 

A record number of qualifiers for 
President’s club membership, were 
entertained at the convention. 

Convention business sessions, fea- 
tured detailed analyses of “Life Insur- 
ance Opportunities in the 1954 Tax 
Code” by Frank P. Aschemeyer, vice- 
president and general counsel. Mr. 
Aschemeyer and Paul G. Ochterbeck, 
associate general counsel, introduced a 
system of “Prefabricated Program- 
ming” to fit in with these opportuni- 
ties and to give representatives maxi- 
mum opportunities for selling under 
the new ordinary line. 

Featured speaker at the convention 
banquet, in addition to President Mc- 
Haney, was Lawrence Leggett, 
president of National Assn. of Insur- 
ance Commissioners and superintend- 


ae of Insurance Department of Mis. 
souri. 

The banquet program included the 
presentation of plaques to President’; 
club officers, Elmer S. Rosenthal, §¢, 
Louis, president; Fred F. Sale, §& 
Louis, 1st vice-president; and Gordon 
Tyler, Tulsa, 2nd vice-president. 

Mr. McHaney announced plans for 
an “even bigger and better conven. 
tion” in June 1956 in St. Louis for top 
ordinary producers, group and mort. 
gage loan representatives and home 
office associates. 


A&H Club of N. Y. to 
Celebrate 30th Year 


Accident & Health Club of New 
York will celebrate its 30th anniver. 
sary Oct. 20 with a dinner at Hotel 
Roosevelt in New York City. Insur. 
ance Superintendent Holz will be the 
guest speaker. Ronald Duncan, super. 
visor of the New York A&H depart. 
ment of Commercial and Metropoli- 
tan Casualty and 1st vice-president of 
the club, is in charge of arrangements, 
George F. Monks, manager of A&H 
claims of New York Life and _presi- 
dent of the club, will preside and 
James T. Phillips, vice-president and 
chief actuary of New York Life, will 
introduce Mr. Holz. 


THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 











Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


L. J. BAYLEY 
Secretary 


€. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N.Y |. 








REINSURANCE 
EXECUTIVE 


For a man that has had 8 to 10 
years recent experience han- 
dling reinsurance accounts. A 
top progressive Life company 
can offer a very attractive set 
up that will make a man $15,000 
to $20,000 per year. 


Of course we will handle all in- 
quiries confidentially. 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, Il. 
HArrison 7-9040 
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LIAMA Finds Savings 
Banks Sell More to 
Children, Newcomers 


LIAMA has made a comparison 
petween markets for savings bank life 
insurance and legal reserve companies 
operating under the agency system. 

LIAMA noted two marked differ- 
ences during the first quarter of 1955 
petween companies contributing data 
to its survey of current life insurance 
puying and savings bank life insur- 
ance fund of Connecticut. They were: 
44% of savings bank life sales were 
to juveniles, compared with 30% for 
LIAMA’s sample; and 40% of savings 
pank life sales were made to individ- 
uals with no previous life insurance as 
compared to 28% in LIAMA’s sample. 

Savings bank life insurance data 
further revealed that while the limit 
for a single policy is $3,000, the major- 
ity of sales in the sample were for 
less than $2,000. Forty-six percent of 
savings bank life policies were limited 
payment plans. 

In its second report on current life 
insurance buying, covering the first 
quarter of 1955, LIAMA noted no 
significant changes from distributions 
reported for the last quarter of 1954. 

While the average sale by ordinary 
agents increased from $7,910 to $8,350, 
LIAMA pointed out that this increase 
was influenced by several extremely 
large cases. Excluding sales of $50,000 
and over, the average size policy sold 
by ordinary agents was $6,670 for the 
fourth quarter of 1954 and $6,660 for 
the first quarter of 1955. 

The report noted an apparent in- 
crease in the proportion of debit 
ordinary policies sold by combination 
company agents for amounts under 
$1,000. However, LIAMA pointed out 
that this increase was caused primar- 
ily by one company’s shift of monthly 
business from its industrial to ordinary 
department. 

To examine the characteristics of 
purchasers of each type of policy, 
LIAMA combined data for employed 
male adults for the last quarter of 
1954 and the first quarter of 1955. 

Five conclusions were: Whole life 
_ policies are sold more often than 
| average to the higher income and older 
age groups and to executives, man- 
agers and proprietors. Policies with a 
combination of permanent and term 
protection are sold to middle income 
and middle age groups and to crafts- 
men and foremen. Limited payment 
policies are sold to the low income and 
under age 30 groups and to members 
of the armed forces. Endowment poli- 
cies are sold to the low income and 
under age 30 groups. Level term poli- 
cies are sold to high income and high 
age groups and to executives, man- 
agers, proprietors and_ professional 
workers. 





Jefferson Standard August 
Sales Set All-Time Mark 


Jefferson Standard Life recorded 
the greatest month of its 48-year 
history in August when new life sales 
totaled $22,493,726, increase 30%. It 
was the second consecutive month that 
a new sales record was set. 








Prudential Promotes Underwood 


Prudential has named George B. 
Underwood Jr. manager at Dorches- 
ter, Mass. He has been regional super- 
boon at Boston headquarters since 

Mr. Underwood joined the compan 
; 'y 
in 1939 and was advanced to Staff 


manager in 1946 and i EI 
ant in 1949. and training consult 
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With esteem and affection we pay tribute to Mr. Robert J. Maclellan, our 
Chairman of the Board, who observes his 50th Provident anniversary Sep- 
tember 15, 1955. Throughout a half century his high principles of business 
conduct and human relationships have been indelibly instilled into the 
company’s character and have contributed immeasurably to its success. 
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Beginner? . . . or Twenty-Year Man? 


YOUR TRAINING IS CONTINUOUS 


when you’re a Modern Woodmen Agent 


Ask any Modern Woodmen Agent... 
new man or veteran . . . he'll tell you 
of a continuous training program which 
makes for a profitable career. 


He'll tell you about Modern Woodmen's 
basic training in the office . . . how this 
is immediately followed by on-the-job 
training with actual sales interviews with 
a successful, experienced sales manager. 


He'll tell you about Home Office ad- 
vanced training, which thoroughly schools 
the Modern Woodmen Agent in the 
principles, uses and applications of life 
insurance. 


He'll tell you that this training . . . on 
the job and in the office .. . is directed 


by capable personnel who have mastered 
every phase of life insurance selling 
. «men who keep abreast of the latest 
developments in the industry. 


Increased earnings and the opportunity 
to "get ahead" are built into the future 
of the Modern Woodmen Agent. If you 
want a career with a future .. . one that 
gives opportunity to use your talents 
to the fullest . . . there's a place for 
you at Modern Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 


Life Insurance Since 1883 
Home Office Rock Island, Ill. 
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REINSURANCE 


A CONSTANT FEATURE 
of our service is what the 
dependable utilities call 

the “Ready To Serve” factor. 


Meaning that at any time, you 
can submit to us, as supplier 

of Reinsurance, any need as it 
arises, either for actual cov- 
erage or for analysis and con- 
sultation. 

Expect immediate attention, Mr. 
A & H Underwriter; reply by 
return post is a sort of habit 

with us. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 

21 West 10th Sr. 
SAN FRANCISCO LOS ANGELES 

114 Sansome 


CHICAGO 
173 W. Jackson 


NEW YORK 
107 William $1. 











Rene Wwia 
THOUGHTS 


“EDUCATION .... makes a people easy to lead, 
but difficult to drive; easy to govern, but impos- 
sible to enslave.” So said Lord Brougham. Edu- 
cation also makes a life insurance man more 
productive . . . puts more money into his pocket 
and increases his ability to serve. And so this 
month, as life returns to the campus, it may be 
well for all of us in the Life Insurance profession 
to remember that there is no end to the paths of 
learning we can pursue. It’s good to be in a pro- 
fession that offers a constantly expanding her- 
izon for the active mind. 


BENEFICIAL LIFE 


David O. McKay, Pres. 












Interprets N. C. 
Omnibus A&H Law 


An interpretative memorandum on 
the newly enacted North Carolina om- 
nibus health insurance law has been 
issued by Bureau of A&H Under- 
writers for the benefit of companies 
which must file new forms by Oct. 15. 
Conclusions of the bureau are not of- 
ficial but are based on the most au- 
thoritative information available. 

The memorandum points out that 
under the law companies which have 
agreed in the policy not to refuse to 
renew solely on account of change of 
physical condition of insured cannot 
classify these policies as non-cancell- 
able. In addition, these policies must 
comply with the sufficient notice of 
cancellation provision of the law. The 
law stipulates that no policy can be 
cancelled until the policyholder has 
been given sufficient notice, and that 
sufficiency of notice depends on the 
length of time the policy has been in 
force. 

Neither may companies classify as 
non-cancellable, at the time they are 
sold, those policies which become, un- 
der the contract, non-cancellable and 
guaranteed renewable after they have 
been in force for a certain length of 
time and which remain non-cancella- 
ble until insured reaches a specified 
age. During the period from issuance 
of these policies until such time as they 
are made non-cancellable and guaran- 
teed renewable, they too must comply 
with the sufficient notice provision of 
the law. 


Franchise policies are exempt from 
the statute if the company is bound 
not to drop an individual insured with- 
out terminating insurance on all in- 
sured in the particular plan, other than 
on the occurrence of such events as 
attaining of specified age, withdrawal 
from membership in the association 
or group, discontinuance of employ- 
ment in a specified occupation. The 
exception for franchise would apply, 
even if the franchise policy did not 
differ in form from other policies of 
individual A&H filed by the company, 
so long as the insurer, when making 
the filing on a franchise basis, clearly 
indicates and commits itself in its filing 
to the proposition that action cannot 
be taken against individuals except 
for the customary enumerated reasons. 
If group rules apply, the exception also 
applies. Individual reunderwriting for 
physical or moral reasons would result 
in treatment of the policy as though it 
were a regular individual contract, 
subject to the notice provision. 

Group conversions must contain the 
notice provisions wherever they are 
individually subject to non-renewal, 
and the commissioner reserves judg- 
ment on the question of whether or 
not a non-renewable policy written for 
a one-year term would be approved. 
Any policy written, such as coverage 
for a trip, sports season, loan, or other 
type of policy previously issued as 
non-cancellable, or of a type which 
logically would require non-renewable 
coverage, may still, be considered a 
true non-renewable policy. 

Only the first two paragraphs after 
the colon in section 2(I) of the law 
need be included in the required policy 
provision and the third paragraph may 
be regarded as explanatory material 
in the nature of subsections 2 and 3, 
the bureau states. The policy provi- 
sions may be couched in terms consist- 
ent with other provisions of the policy, 
but must at least be as favorable to the 
policyholder as the requirements of 


the statute. Words relating to premium 
payments can be added and a table 
showing the required notice periods 
may be used. 

Renewal of a policy can be for a 
shorter period than the prior term or 
even limited to a period of time equa] 
to the minimum statutory notice peri. 
od. After notice has been given to the 
policyholder that the contract is not to 
be renewed, the company can accept 
only that portion of the premium for 
the policy which would be applicable 
to the renewal period. 

The effect of the third paragraph of 
section 2(I) of the law is to create a 
new class of people who are the holders 
of policies upon which notice of nop. 
renewal has been given. Rates cannot 
be raised on them for any given policy 
form’ without the prior approval of the 
commissioner which, when given, ap. 
plies to all subsequent holders of the 
particular policy form who also receive 
such notices of non-renewal and be. 
come part of the special class. 


A company may, if not inconsistent 
with the terms of its contract, file with 
the insurance department a_ general 
rate increase for a particular form for 
policyholders whom the company in. 
tends to continue indefinitely and who 
have not received a notice of non-re- 
newal. Such an increase would be in 
effect for all policyholders to whom it 
applied as of the next renewal date 
for each contract. 

The section of the law regarding pre- 
existing conditions was designed to 
prevent use of pre-existence as a basis 
for refusal of a claim under a policy 
issued to a person over 65 where the 
condition was not specifically elimin- 


ated by rider and not to prohibit wait- | 


ing periods. The forms which were 
printed under the provisions of the 
1950 policy provision law to read three 
years, but which also contained the 
conformity with state statutes provi- 
sion, will automatically conform to the 
new law and meet the requirements of 
the statute without rider, the bureau 
said. However, the North Carolina de- 
partment desires that riders be at- 
tached to such forms to apprise the 
policyholder adequately of his rights, 

The “10 day free look notice” is 
neither a formal rider nor an endorse- 
ment and under the statute it is not 
mandatory for the notice to be at- 
tached to the policy for more than the 
10-day period. To rubber stamp the 
appropriate notice language on the 
policy is all that is required, the bureau 
said. 

Defining certain terms in the law, 
the bureau said “void” is defined to 
mean “void ab initio”; and that “hos- 
pitalization” policies mean policies pri- 
marily designed to provide coverage 
for hopital expense, and it does not 
include the blanket medical expense 
provisions of accident coverage nor a 
policy providing extra _loss-of-time 
benefit during a period of hospital con- 
finement. It does include, however, a 
major medical expense policy which 
affords complete hospitalization cover- 
age, with or without deductible, in 
addition to other medical benefits. 





| MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. ’ 
Phone — Hollis 4-0942 
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remium e e e 4. How the stockholder living at 65 difficult cases, get in — with rea It 
a table De b D IM h df S [| g (when his income taxes are greatly re- has been possible to close cases for 
Periods scr I es etal et 0 or e in duced after retirement) receives bes several of the boys by talking to their 
° day’s profits which have been set aside prospect direct on long distance. 
e tor « | Bysiness Insurance to Corporate Prospects = ir him OUTLINE OF PLAN | 
—a i i i i e; and if they would be 5. How the first $5,000 paid to an This plan of business insurance is 
e equal sce ton a pore oe pc own by, employe’s widow is received by her en- based on having “special life insurance 
ee ge land Life " Miami, has had say, $5,600 yearly for life, or $8,200 for tirely free of income tax and still can contracts applied for, owned by, pay- 
om rable experience in this ad- the first 10 years of retirement. The be a deductible item for the corpora- able to, and premiums paid by the cor- 
‘a ed field. He discussed the subject agent selling this case must realize tion, thus saving taxes both ways on poration.’ : 
ey: aihe annual meeting of Million Dol- right here and now that he has laid the same $5,000. The Plan Provides for: 
ium for § # Round Table in White Sulphur some excellent groundwork for the Now to the older members of the 1. Accumulation of corporation net 
plicable jr ings, W. Va. He described the steps successful closing of his case as the round table, you have your own suc- profits after taxes in a most advanta- 
con in selling this coverage and things discussed above are practically cessful way of presenting and selling geous manner for the future use of the 
raph a sample presentation, directed all of vital interest to your listening business insurance, the best of good corporation, the stockholders, and the 
— ood toward those newer to this kind executive stockholder. Your job starts luck to you. To the newer and younger stockholders’ families. More pofitable 
a poe His talk, “Selling Business In- here to outline all of these and the fol- men, whom I sincerely want to help, to stockholders than additional divid- 
ot ot 1955,” follows. lowing features, clearly giving your use the following plan, just as it is. It end payments. 
at insurance divides itself into Prospect the complete picture and ben- has proved very successful; just con- 2. Liquidation of stock at stockhold- 
0 ee on ocr first move is to ¢fits from your plan. solidate the ages into one illustration er’s death possible through corpora- 
1 of the | several classes, so aod = it : losed 1. From the standpoint of the cor- and use red figures for the corpora- tion’s receipt of income-tax-exempt 
oo, a | Games Foe Bt sy ‘ Ps : to. os jd- Poration itself, the cost or profit if tion’s out-the-window cost in the il- proceeds of insurance, purchase of 
of tie. | corporation ber Aas : ro z os fae adopted. lustration. See that the corporation’s stock by the corporation and its retire- 
ie. a a i ie it a 2. The effect it will have on a stock- lawyer draws up a resolution author- ment as treasury stock. Thus, owner- 
ind be- | ket? Is it a ae ee ’ holder if adopted compared with his izing the purchase by the corporation ship and control of the corporation by 
partnership = hs - ssified the pros- Teceiving the same amount as a taxable and that it clearly states that every in- surviving stockholders is available in 
~~" hyd eau 7 get fig dividend. cident of ownership is possessed by the return for cash to the deceased's estate 
nsistent rcs alien yah your home _ 3. The tax-free income receivable by corporation and denied the insured. If ee a eee 
le with | office and inquire at your local bank; the corporation if it loses an executive I can help any of you new or younger - the corporation rec 
general fed out from someone who should PY death prior to retirement. members of the table close your more (CONTINUED ON NEXT PAGE) 
orm for | know all you can about the prospect. 
any in- | These sources will give you enough in- 
nd who | formation to decide on who runs the 
non-re- } business, how old the executives are, 
1 be in | whether it is a success or not, what 
yhom it | working capital they operate on, their 
al date | net worth, sales volume, length of time 
in the business, do they pay their bills, 
ng pre- | and frequently you will find out if 
ned to | their assets include cash values of life 
a basis | insurance owned on officers. This and e 
policy | other information you will have gives l 
pre the | you the material needed to decide your no er Ca er l ul 
elimin- | approach to the top executives. 
t wait- | There are several ways of exciting 
1 were | enough interest to provide you with ; 
of the your first interview. They should be 
d three interested in setting aside some of to- 
ed the | day’s profits for the future use of the 
provi- § corporation, the executives, or stock- 
to the | holders. Management should be inter- 
ents of | ested in a substantial tax-free contri- 
bureau | bution to their surplus if they lost an 
na de- | important executive through an acci- pe 
be at- | dental or natural death. If it is a two- . 
ise the | man ownership, how would one execu- 
rights, | tive like to have for sure corporate 7 
ice” is | funds to buy in the other’s stock for ; 
\dorse- | cash at his demise and thereafter own ' 
is not | the entire business? If they have a a 
be at- | pension plan, wouldn’t he like to look =e 
an the | ata supplemental pension plan involv- - 
ap the | ing just the executives whose pensions 
ym the | 10W may be very limited in size. 
pureau | Wouldn’t they like to amortize some of 
their executive machinery along with . 
e law, | their tangible machinery? If their sur- . 
ned to | Plus is very large and their capital very ; 
-“hos- | Small, as is sometimes the case, and Z 
es pri- | they don’t borrow money to any extent, - 
verage | then they must be interested in setting — ree st 
os not | ide some profits which probably =  SSSRE ee Tits 
xpense | Would - be subject to the tax on un- 
necessarily accumulated surplus. 7 
time Whether you ask him these questions For the fourth consecutive year Prudential Agents To our Prudential Agents . . . who added another 
1 con- | 9 the telephone or by letter or when have made it possible for us to lead all companies in _ feather to their caps . . . and to all other winners of 
ver, a i arg _ — 2 FOU ae ree the number of National Quality Award qualifiers. NQA, our heartiest congratulations. You are the men 
—_ in which he is deaeue Gaeee on That’s right . . . this year well over 1,400 “Pru” and women who write the kind of insurance that best 
i. teady to make an appointment for the representatives won the 1955 National Quality serves the public . . . the kind of insurance that 
its. Interview. Award. contributes to the stature of our entire industry. 
At your interview, you will find out 
ic the current facts about stock owner- 08 TOTMOSe 
ship; how he would like the idea of * " 
being in business with his partner’s $e ia 3 6 
wife; whether they are short of work- i mad 
——  § (ng capital (and can only afford to buy z as 
5 convertible term for the next two or : i 
| three years); how much they would INSURANCE COMPANY OF AMERICA 
s expect you to write out your check for 
s if you were to buy their business today Che 1875 — Protecting the Family —1955 
a (that figure, if reasonable, is the top 
amount of life insurance for that cor- 
___| | Poration); how much of a pension do LIFE INSURANCE * ANNUITIES © SICKNESS & ACCIDENT PROTECTION * GROUP INSURANCE * GROUP PENSI@NS 
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Describes Sales Method 


for Corporate Prospects 
(CONTINUED FROM PRECEDING PAGE) 
tax-exempt indemnity on death of key 
man. Proceeds of insurance on life of 
stockholder, not used for stock pur- 
chase, gives similar tax-exempt-addi- 
tion to surplus. 

4. The corporation is strengthened 
substantially through having $200,000 
insurance in force on executives and 
key men. The policies can be used as 
sole collateral for bank loans at very 
low interest to approximately 100% of 
the cash value, while substantial mar- 
gins are required if loans are made on 
stocks or bonds. Such interest is a de- 
ductible expense. This especially makes 
more attractive any corporation bank 
loans made on own paper unsecured. 

5. When a stockholder or insured key 
man reaches retirement age, solely 
within the discretion and control of the 
directors and stockholders, the cash 
value of the insurance contracts may 
be used by the corporation to provide 
him with a life pension. All pensions 
paid by the corporation after retire- 
ment are a deductible expense before 
taxes. 

6. Many corporations, especially to- 
day, recognize the advantages and 


soundness in amortizing ‘executive 
machinery” along with tangible ma- 
chinery. 

7. The cash values accruing under 
business life insurance policies would 
not be viewed as “unnecessarily ac- 


cumulated surplus” as this type of. 


business insurance properly represents 
a reserve against loss of management, 
and would be deemed just as neces- 
sarily existent as, say “reserve for de- 
preciation of plant and equipment.” 

8. The contracts are sufficiently flex- 
ible so that if the corporation discon- 
tinued premium payments any time af- 
ter the third year, they would have a 
fully paid-up insurance policy for more 
than the total amount of the premiums 
paid, with tax-exempt yearly increas- 
ing cash value after discontinuance of 
premium payments. 

9. In 1951, the U.S. court of appeals 
recognized the need for corporations 
to carry key man insurance. The court 
said: 


“What corporate purpose could be 
considered more essential than key 
man insurance? The business that in- 
sures its buildings and machinery and 
automobiles from every possible hazard 
can hardly be expected to exercise less 
care in protecting itself against the loss 
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Bankers Life of Nebraska 
offers this preferred low 
rate plan especially designed 
/ to fit the man in business. 

A $10,000 minimum policy 
with very competitive premium 
rates, high cash values and 
an excellent dividend scale. 
It is just one of a complete 
line of top policies offered 

by Bankers Life of Nebraska 


suvuana 
oOonm Pa 


E> eM i Hine 


«<* Of Nebraska 





of two of its most vital assets - man- 
agerial skill and experience.” 

This plan provides the corporation 
and stockholders with entirely income 
tax free proceeds of $200,000 up to re- 
tirement age of each executive at 65. 

All executives covered under this 
flexible indemnification or supplement- 
al pension plan if living at attainment 
of age 65 or earlier, (at the discretion 
of the directors and stockholders) be- 
come eligible for an annual life income 
from the individual policy value ac- 
cumulations under the guaranteed val- 
ues and rates incorporated in the con- 
tracts. 

Such annual life incomes can be 
made payable direct to the corporation 
which, in turn, pays the same amount 
to the pensioned executive, and in this 
unique plan as we arrange it with the 
approval of your attorneys or account- 
ants, the recipient of the pension avoids 
constructive receipt of the lump sum 


——_ 


values and consequent heavy income 
taxes. The amount paid by the corpo. 
ration to the employe is, of course, g 
deductible item before taxes, even 
though a like amount was received 
from the insurance company. 
DETAILS OF PLAN 

1. The Directors can best determine 
the amount of premium to be investeq 
to obtain the advantages and benefits 
to be derived. The factors to be con. 
sidered are: needed liquidity in ¢e. 
tates of stockholders, corporation jn. 
demnity on death of key man, annuity 
income for stockholders and key 
possible death benefits for key men and 
other uses. Diversion of part of con. 
templated dividends can be very prof. 
itable to stockholders. 

2. If in any year the corporation 
needs working capital, please under. 
stand that it is not necessary to pay the 
premium shown in column 1. Instead, 
write the corporation check only for 


FOR THE CORPORATION 
PLAN OF BUSINESS INSURANCE 


New England Mutual 
Combined Mlustratic 
m ustration Fi 
Gross Premium - $7,197 Amount - smn 2 — - Ages 44 & ‘5. 
; . 6. 
Net Dividend 
Available If 
ra 
Anua’ Annual Annual Pays. i 
Debit To Credit Net Cumulative Paid-Up Amount 4s 
Surplus to Debit Or Credit Corporate Dividends & 
(Annual Surplus t To Surplus Indemnity Stockholders 
Net (Cash Value to (Total (Paid-Up Are in 50% 
Year Premium) Increase) Surplus Cash Value) Insurance) Top Bracket 
New England Mutual 
Combi carr Thust bv 
mbin: ustration For 
Gross sine - $7,197 Amount - $200,000 2 a - Ages 44 & 45, 
. B 3 6. 
Net Dividend 
—a 
rai 
Anual ual Annual Pays. Like 
Debit To Credit Net Cumulative Paid-Up Amount As 
Surplus to Debit Or redi Corporate Dividends & 
(Annual Surplus Credit To Surplus Indemnity Stockholders 
Net (Cash Value to (Tota (Paid-Up Are in 50% 
Year Premium) Increase) Surplus Cash Value) Insurance) Top Bracket 
1 $6,069 $1,474 —$4,595 $ 1,474 $ 2,700 
2 6,026 4,715 — 1,311 6,189 0,900 3,012 
3 5,975 4,751 — 1,224 10,940 19,000 2,987 
4 5,920 4,787 — 1,133 15,727 26,800 2,959 
5 5,864 4,817 — 1,047 0,544 4,400 2,931 
6 5,795 4,844 — 951 25,388 41,800 2,80 
7 5,703 4,870 — 833 30,258 49,000 2,851 
8 5,599 4,889 — 710 35,147 55,900 2,800 
9 5,493 4,908 — 585 40,055 62,700 2,746 
10 5,390 4,922 — 468 44,97 69,400 2,695 
11 5,289 4,544 — 745 49,521 75,200 2,644 
12 5,190 4,533 — 657 54,054 80,800 2,594 
13 5,090 4,518 — 572 58,572 86,200 2,544 
14 4,998 4,496 — 502 63,068 91,400 2,498 
15 4,909 4,470 — 439 67,538 96,600 2,454 
16 4,821 4,440 — 381 71,978 101,400 2,410 
17 4,738 4,402 — 336 76,330 106,200 2,369 
18 4,658 4,359 — 299 80,739 110,700 2,328 
19 4,581 4,312 — 269 85,051 115,000 2,290 
20 4,505 4,259 — 246 89,310 119,200 2,252 
Dividends used in these calculations are neither estimates nor guarantees but are based on the 


1955 dividend scale. 


Beginning with the third year, the paid-up value exceeds total premiums paid. 


TAX FREE CORPORATION INDEMNIFICATION 
Amount of 
Name Age Insurance Owner and Beneficiary 
Stockholder A 44 $100,000 The corporation. Income tax free 
Stockholder B 45 100,000 


PENSIONS AVAILABLE 


Full deduction by the corporation before taxes. 


Name 
Stockholder A 
Stockholder B 


Present Age 
44 
45 


Guaranteed Annual 


Pension Pension for Life 
At Age 65 $3,449. 
At Age 65 3,361.37 








With life insurance, careful 





GUARANTEE FUTURE PROTECTION 
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SINCE 1898 
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the amount shown in column 3. The ef- 
fect would be to peg the cash value at 
the previous year’s figure; interest 
which is deductible before taxes would 
pe charged for the amount not paid and 
shown in column 2; and when in some 
future year business is good, pay the 
amount omitted in column 2 and the 
cash value immediately increases by 
the exact same amount. This can be 
done at any time and as many times as 
you might consider advisable. 

3. If, at some future date, the corpor- 
ation wishes to discontinue the policies, 
insured may take over the policy on 
his life at the original premium rate by 

or borrowing from the policy 
the then cash value. This would be par- 
ticularly advantageous if the insured 
were then uninsurable. Exchange could 
be made through purchase by the cor- 
poration of stock held by the insured, 
which would become treasury stock, 
not outstanding. 

4. A resolution must be passed by the 
directors authorizing the purchase by 
the corporation of such insurance, for 
the purpose of indemnification. 

5. Reduced paid-up life insurance 
may be elected at any time on discon- 
tinuing premium payments. This con- 
serves the full cash value with paid-up 
cash value increases yearly. 

Sample Resolution of Board of Direc- 
tors Authorizing Life Insurance for 
Benefit of the Corporation: 
Whereas, it is deemed advisable by the 
directors of this corporation that the 
lives of the employes listed below be 
insured for the purpose of protecting 
and partially indemnifying this corpor- 
ation from loss in the event of their 
deaths: 
Therefore, be it resolved that John D. 
Macdonald, treasurer of this corpora- 
tion, be authorized to apply for life in- 
surance policies to: 

New England Mutual Life 
(such applications to be made in the 
name of this corporation) up to the 
total of $100,000 on those insurable, 
and to name the Corporation as bene- 
ficiary of such insurance: 

and 

Resolved further, that the said em- 
ployes shall not have the right to 
change the beneficiary; and all divid- 
ends, accumulations, and other benefits 
accruing from said policies shall be- 
long and be payable to this corpora- 
tion; and that this corporation shall 
undertake to pay the premiums upon 
such policies as they become due and 
payable during the lives of said em- 
ployes; and at any time, to receive for 
the benefit of this corporation the cash 
surrender value and other values of the 
policies. 
(List employe to be 
amount of insurance.) 


insured and 





Most Western Europe 


Birth Rates Decrease 


Birth rates in most of western 
Europe are receding from the peaks 
reached during the early post-war 
years, according to a study of interna- 
tional birth trends by Metropolitan 
Life statisticians. 

In marked contrast is the unabated 
baby boom in the United States and 
ether English-speaking countries out- 
Side Europe—Canada, Australia, and 
New Zealand—where birth rates have 
Temained one-third or more above 
their pre-war levels. The rate in the 
United States during 1954 was 25.3 per 
= of population, which was higher 

an rewar i 
poo ioe Dp year since the 

Exceptions to the general trend in 
western Europe were noted in France 
and Norway, where the birth rate in 
1954 was still appreciably above that 
Tecorded just before the second war. 

In England and Wales the rate rose 


from 15.9 per 1,000 population in 1945 
to 20.6 in 1947, but fell to 15.2 by 1954 
which was little above the 1935-1939 
average of 14.9. Austria, Denmark, 
Scotland, and Sweden had _ similar 
trends. 

Rates in Germany, Greece, Italy, 
and Portugal are now well below their 
prewar levels. In Japan, the rate in 
1954 was about one third less than in 
1935-1939; and in the Philippines, the 
decline has been even more pro- 
nounced. 





Rowland Long Writes 


Book on Medical Law 


Rowland H. Long, general counsel 
of Massachusetts Mutual Life, has 
written a book, The Physician and the 
Law, designed to acquaint the practic- 
ing physician with the laws governing 
his conduct with patients and to help 
him in his court appearances. 

Mr. Long, who doubles as lecturer 
in forensic medicine at New York 
University’s post-graduate medical 
school describes in his preface the 
two-fold purpose of the book: “to 
afford the practicing physician some 
knowledge of the rules of law which 
govern his conduct in the physician- 
patient relationship and to help the 
physician who has to appear in court 
as a witness in a case in which it is 
necessary to prove facts relating to 
injury, disease and the casual relation 
between injury or disease and death.” 

Published by Appleton-Crofts, Inc., 
the 284-page book is Mr. Long’s 
second major work in legal writing. In 
1932. he brought out the fourth edition 
of Richards on Law of Insurance. 

Mr. Long joined Massachusetts 
Mutual Life as assistant counsel in 
1948 and was promoted to associate 
counsel in 1950, counsel in 1952 and 
general counsel in 1954. 

He is a former member of the faculty 
of St. John’s University school of law 
where he lectured on insurance and 
suretyship and gave the first formal 
post-graduate course in the east on 
aviation law. He represented several 
U. S. and alien insurance companies 
while practicing law in New York. 





Aetna Names Walton at 


Tulsa, Boosts Lockhart 


Donald P. Walton, general agent of 
Aetna Life at Birmingham for seven 
years, has been named head of a new 
agency at Tulsa. He was succeeded 
at Birmingham by Roy Lockhart, 
named associate general agent earlier 
this year. 

Aetna Life has had a district office 
in Tulsa operated by the Oklahoma 
City agency under the direction of 
L. E. Haskell, assistant general agent, 
who wi'l remain with the new agency. 

Mr. Walton entered the business in 
Tulsa and served there as assistant 
general agent of Aetna Life. 

Mr. Lockhart joined the company in 
1948 at Birmingham. He is a member 
of Million Dollar Round Table. 





Boys Top Fracture List 


in Mutual Benefit Study 


Children, especially boys, suffer 
more fractures than adults according 
to a three-year study of 175,000 dis- 
ability claims filed with Mutual Bene- 
fit H.&A. 

Fractures are the cause of disabil- 
ity in 54 cf every 1,000 males who 
filed claims, 56 of every 1,000 women 
and 74 of every 1,000 children. Among 
claims filed for boys, 88 of every 1,000 
list fractures as the cause of disabil- 
ity—compared with 57 of every 1,000 
for girls. 

Children fracture arms more often 
than any other bones, while adults 
fracture ribs more frequently than 
other bones. Other most common frac- 
tures among children, in order, are 
legs, shoulders, wrists and fingers. 
Among adults, arms are second on the 
list, followed by legs, fingers and 
wrists. 


Children dislocate or sprain their 
ankles twice as often as their back. 
Adults, on the other hand, dislocate 
or sprain their back twice as often as 
their ankles. Adults suffer rib frac- 
tures eight times as often as children, 
but fracture arms only one-fourth as 
often as children. 


Ohio State Life Plans 


Campaign for President 


Ohio State Life field men are putting 
on a special campaign in honor of 
President Frederick E. Jones. 

The President’s trophy will be 
awarded to the agency exceeding its 
quota by the greatest percentage and 
special awards will go to leading per- 
sonal producers. 

The campaign is being conducted by 
a committee of general agents com- 
posed of E. G. Siefert, Marion, chair- 
man; J. C. McFarland, Cincinnati; 
W. L. Lewis, Columbus; J. H. McClain, 
Detroit and A. E. D’Emilio, Pittsburgh. 








Petroleum Life Names Kakos 
Petroleum Life has appointed E. C. 
Kakos, Houston, manager of the newly 
opened agency there. 
Mr. Kakos has been active in life 
insurance circles there for several 
years. 


Hendershot Retires 
from Berkshire Life 


Lewis B. Hendershot, assistant sec- 
retary and director of sales promotion 
of Berkshire Life, 
has retired after 24 


years with the 
company. 
Mr. Hendershot 


entered the bus- 
iness in 1920 with 
Provident Mutual 
at Buffalo. He 
went to Connecti- 
cut General Life as 
education director 
in 1923. In 1929, 
he joined the staff 
of Life Insurance 
Sales Research 
Bureau (now 
LIAMA), which he left in 1931 to be- 
come field supervisor of Berkshire 
Life. He later became manager of 
agencies and was named director of 
sales promotion and field service in 
1945 and assistant secretary in 1951. 
Mr. Hendershot is a charter member 
and past president of Life Insurance 
Advertisers Assn. He is author of a 
textbook, Life Insurance Agency Or- 
ganization, sponsored by Life Office 
Management Assn. and used by Amer- 
ican College and Society of Actuaries. 





L. B. Hendershot 
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Someone once said “No man is 
an island”. And it’s true. The at- 
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titude of his family toward his 
job . . . their understanding of its problems and its demands 
. . . are vital elements in his success or failure. 


For that reason, Cal-Western’s “YOU, Inc.” training is geared 


. not just to the agent. . 


. but to his wife and family as 


well. (Actually, we have developed a separate “training course” 


for the new agent's wife!) 


In our opinion this creates an atmosphere 
of teamwork which is essential to success. 


Ao SOBER Fe ame 


cepts . 


Since its inception, Cal-Western’s “YOU, Inc.” 
program for agents has attracted interest from many seg- 
ments of the life insurance industry. If the program has 
enjoyed above-average success, we believe it is due, first 2 
» to extremely careful selection standards, and second to 

certain basic concepts around which “YOU, Inc.” is framed. 

In this series of messages, we present some of these con- 
. not in the spirit of boastfulness . 
cause they may be of value to the industry as a whole. 


training 
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Only Performance Will Avert More OAS! 


Executive Vice-president John A. 
Lloyd of Union Central made a sober- 
ing and valid point in his talk at the 
recent annual meeting of the General 
Agents & Managers Conference of 
NALU. Mr. Lloyd deflated the aggre- 
gate in-force figure of life insurance 
in force in the United States, saying, 
“nothing indicts us quite so much as 
those very figures. Careful thought 
about our proudest boast will convince 
you that these very figures cry out 
that we are ‘weighed in the balances 
and found wanting.’ ” 

Mr. Lloyd’s point was that, when 
averaged out, this tremendous in-force 
figure works out to only $6,300 per 
family. 

What he might have added was that 
this average is for everybody—wealthy 
millionaires, indigent or one-Cadillac 
millionaires, average Joes, poor people, 
and those who can’t or won’t buy life 
insurance at all. That means that if 
you take the amount of life insurance 
that is in force on those who have 
adequate or more than adequate in- 
surance to take care of their life in- 
surance needs, the average of those 
who are inadequately insured would 
be disturbingly far below even that 
modest figure of $6,300 per family. 

We can’t say what the figure would 
be, for it would depend on what defin- 
ition of adequacy is used.-But it was 
a point that the famous temporary 
national economic committee dug into 
15 years or so ago. Some of those on 
the staff wanted to make quite a thing 
of it as a means of showing that life 
insurance was really doing a good job 
only for the well-heeled and that when 
you discounted what was being done 
for these actually best able to dispense 
with insurance, not very much was 
done to merchandise adequate life in- 
surance for the masses. 

This is a theme that is always at 
hand for unfriendly critics of life 
insurance to pick up and make a to-do 
about. It is something that the busi- 
ness should give thought to and do 
something to cure. It underscores the 
need for developing more sales plans 
that will enable the individual agent 
to work more efficiently in selling 
smaller prospects so he can go out and 
deliberately court the prospects he 
now seeks to avoid in favor of those 
likely to buy larger average policies. 

Right in line with this is the recent 
study made by LIAMA comparing life 
insurance sales by regular agency com- 
panies with those sold through savings 
bank life insurance. A highly signifi- 





sales were to individuals with no pre- 
vious life insurance as against 28% in 
the agency companies sample. More- 
over it has been known for years that 
a substantial percentage of SBLI buy- 
ers had never even been approached 
by a life insurance agent before they 
bought through the savings bank. 

Obviously this inadequate cultiva- 
tion of the middle-to-low income pros- 
pects places the life insurance business 
in a weak position when it seeks to 
foreclose social security from boosting 
its old age and survivor insurance 
limits on the ground that private life 
insurance is adequate to handle the job. 

As Mr. Lloyd emphasized in his 
talk, it is the amount of life insurance 
that is not in force that should concern 
the life insurance business. How many 
family heads lack adequate insur- 
ance—even on the most modest defini- 
tion of adequacy? How many have no 
life insurance whatever? What can be 
done to remedy the situation? 

The experience of A&H-writing 
companies constitutes a warning of 
what could happen to life insurance: 
The public in recent years has become 
extremely health-insurance conscious, 
to the extent that the federal govern- 
ment is concerning itself with the 
adequacy of A&H and hospitalization 
insurance to meet public needs. So the 
logical purveyor of these coverages, 
the private insurance business, finds 
itself fighting for time in which to 
prove its ability to handle the job. 

If the general public were to exper- 
ience the same sort of awakening to 
the need for and value of life insur- 
ance, the life insurance business might 
finds itself in the same type of defen- 
sive role. Critics would brush aside 
“average” in-force figures as being 
as meaningless as an “average” of the 
wealth of a hobo and of Henry Ford 
2nd. 

Unluckily, a wave of general love 
and appreciation for life insurance on 
the part of the public could all too 
easily be turned into a drive for boost- 
ing social security OASI benefits. This 
course is readily available, whereas 
there is nothing comparable at this 
point to channel the A&H agitation 
into. 

How well an individual company, an 
individual agency, or an individual 
agent has succeeded can be measured 
very simply. So can the success of the 
institution of life insurance in terms 
of increased business, unquestionable 
solvency, and maintaining high stand- 
ards of ethics and competence. But 
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success in meeting the public’s life 
insurance needs in such fashion as to 
deflate in advance the case for higher 
OASI benefits is something else again. 
The opportunity for success, in this 
broader sense, is there. It would seem 
possible of achievement, at least to an 
extent that would dissuade efforts to 
have social security take over the job. 


PERSONALS 


William’ F. Poorman, president of 
Central Life of Des Moines and his 
wife, Stella, both suffered minor in- 
juries in an automobile accident near 
Marshalltown, Ia. 

The couple had left Des Moines for 
a vacation at Minaki, Ont., when their 
car, driven by Mrs. Poorman, collided 
with a truck at a highway junction. 











Paul W. Cook, Jr., whose father is a 
Chicago general agent of Mutual Bene- 
fit Life, is now an associate professor 
at Harvard University’s graduate 
school of business. He has been an as- 
sistant professor of business economics 
at the University of Chicago. 


Milford A. Vieser, financial vice- 
president of New York Life, has been 
elected senior vice-president of Ad- 
vertising Club of New Jersey. 


Adelbert G. Straub Jr., deputy su- 
perintendent of insurance in New York 
since 1951, has been named counsel in 
the legal department of New York 
Life. He previously was in private 
practice in New York City. 


Ralph A. Metzger, vice-president of 
Union Central Life, will attend the 
annual meeting of International Bank 
for Reconstruction & Finance Sept. 11 
at Istanbul, Turkey. He is one of the 
guests invited to attend the conference 
on economic trends and the price of 
money. Mr. Metzger, who left Cincin- 
nati Aug. 30, will spend seven days on 
his way to Istanbul at London, Athens, 
Paris and Amsterdam. 


Miss Jean M. Whittaker, daughter of 
Vice-president Edmund B. Whittaker 
of Prudential and Mrs. Whittaker, was 
married Sept. 3 to Paul J. Dikovics, 
son of Mr. and Mrs. Leslie J. Dikovics 
of Verona N. J. Miss Whittaker is the 
granddaughter of Sir Edmund and 
Lady Whittaker of Edinburgh, Scot- 


DEATHS 


HENRY McQUADE, 86, retired dis- 
trict manager at St. Louis for John 
Hancock, died in Richmond Heights, 
Mo. He had been with John Hancock 
for 36 years when he retired in 1940. 


F. J. WOLF, 74, general agent at 
St. Louis for Lutheran Mutual Life, 
died following a stroke. He was also 
an agent for Aid Assn. for Lutherans. 











ADVERTISING OFFICE? 

175 W. Jackson Blvd., Chicago 4, 
Telephone Wabash 2- 2704 
Advertising Manager: > SP J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 2140. 
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Prominent Speakers 
to Address LAA at 
Annual in New York 


Leaders in life insurance, advertis. 
ing, public relations and sales promo- 
tion will address the annual meeting 
of Life Insurance Advertisers Assn, 
Sept. 14-16 in New York City. 

Slated to speak are: Clarence J, 
Myers, president of New York Life: 
Superintendent Holz of New York: 
Milton J. Goldberg, assistant super- 
intendent of the agency department of 
Equitable Society; Edgar Morton, 
director of agencies of North Ameri- 
can Life of Toronto; George P. Shoe- 
maker, general agent of Provident 
Mutual Life in New York City; Alex 
F. Osborn, vice-chairman of Batten, 
Barton, Durstine & Osborn, adver. 
tising firm; Gardner Cowles, editor of 
Look; Pierre Martineau, director of 
research of Chicago Tribune; and Wal- 
ter J. Barlow, vice-president of Opin- 
ion Research Corp. 

Theme of the conclave is “Geared 
for Action” according to. Robert §, 
Keiffer, assistant vice-president of 
Metropolitan Life and chairman of 
the meeting. The list of speakers should 
make it one of the most productive 
and inspiring ever held, he said. 


Bankers Union Names Officers 

Bankers Union Life has appointed 
J. D. Finley, supervisor of mortage 
loan accounting since 1949, assistant 
treasurer; J. E. Hammond, assistant in 
general accounting since 1950, assistant 
secretary, and W. S. Mudge, in the 
actuarial department since 1951, assist- 
ant actuary. 

The South Bend, Ind., agency of Northwest. 
ern Mutual Life has moved from the St. Jo- 
seph Bank building to a _ two-story office 
building at 419 West Jefferson Boulevard. The 
agency, which serves 29 counties in northern 
Indiana, has been under the direction of Gen- 
eral Agent Herbert L. Cramer since 1931. 








New England Mutual Life has issued 
a $500,000 group plan, which includes 
life, accidental death and dismember- 
ment, hospital, medical, surgical and 
major medical, to the New York Yan- 
kees. The plan covers 63 executives, 
coaches, trainers, scouts and others 
comprising the baseball club’s manage- 
ment. Entire cost is borne by the 
Yankee organization. George B. Byr- 
nes, general agent of New England 
Life in New York City, the writing 
agent, is shown delivering the policy 
to Manager Casey Stengel while 
George Weiss, Yankee general man- 
ager, looks on. 


———————————————————————————————————— 


OFFICERS: 

Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 2140. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., 
Tel. Liberty 2-1402. Roy H. Lang, 
land Manager. 


Rm, 421, 
New Eng- 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 


Tel. Parkway 2140. Chas. P. oods. Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Roy Rosenquist. Statistician. 
DALLAS 1, TEXAS—708 Employers Insurance 


Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—5i'2 Lafayette Bidg., 
Tel. Woodward 1-2544. A. J. Edwards, Resi- 
dent Manager. 


KANSAS CITY 6. MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1108. Tel. Beekman 3-3°5S. Ralph E. Richman, 
Vice-Pres.. J. T. Curtin Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street 
Room 1127, Tel. Pennypacker 5-3706. E. H 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg., 54 
Market St., Tel. Exbrook 2-3054. A. & 
Wheeler, Pacific Coast Manager. 
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poster design which was used to launch an autumn billboard advertising cam- 
paign in 40 cities. Shown, left to right, are: Robert A. Wilson, Cargill & Wilson, 
Inc., Richmond advertising agency; Robert B. Lancaster, director of publicity; 
John Moyler Jr., assistant vice-president and director of public relations; 
J. Cowin Smith and Hill Montague Jr., vice-presidents; Charles A. Taylor, 
president; J. Douglas Cassels, manager of General Outdoor Advertising Co.; 
John W. Murphy, assistant vice-president; Ralph H. Johnson, assistant secre- 
tary and director of field training; and Charles C. Fleming, assistant vice- 
president and editor of field publications. 





NOW... 
OVER $1 BILLION 


OF LIFE INSURANCE IN FORCE 

N June, 1955 Liberty National passed the $1 BILLION 
mark of life insurance in force. The passing of this mile- 
stone has been made possible by the well-trained group of our 
associates who ARE Liberty National to the owners of more 
than 3,000,000 policies who have confidently placed their life 
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insurance programs in our care. 


LIBERTY NATIONAL 
LIFE INSURANCE CO. 


BIRMINGHAM, ALA. i 
FRANK P, SAMFORD, President ieee 
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Life of Va. Expands 
Billboard Campaign 


Life of Virginia, pleased with the 
results from a year’s showing of six 
billboards at arterial entrances to 
Richmond, has renewed the contract 
for billboard advertising for another 
year and is extending the experiment 
to 40 cities and towns and District of 
Columbia. 

The company has 55 offices in these 
locations. In most cities, there will be 
a 3-month consecutive showing, with a 
different design each month. In cities 
where the offices are new, there will 
be a 6-month consecutive showing. 


Theme of the advertising campaign 

is built around typical family situa- 
tions that indicate a need for protec- 
tion. The first poster shows a bride 
and bridegroom with the message, 
“Life Partners Need Life Protection.” 
The second shows a framed picture of 
a mother and child, held in a father’s 
hand, with a message reading, “Their 
Future is in Your Hands.” The third 
pictures a boy and girl being measured 
for their comparative heights, with 
the message, “Give Them a Full Meas- 
ure of Protection.” 
Reproductions, 8% by 11 inches and 
in color, of the initial posters will be 
distributed to agents. Easel-mounted, 
full color reproductions will be made 
available for counter display. 

John Moyler Jr., assistant vice- 
president in charge of advertising and 
public relations, reported enthusiastic 
initial response from managers to the 
test campaign. 





Agency Opens Branches 


Harold DeMian agency of Postal 

e in New York City has opened 
Long Island offices at 250 Fulton Ave- 
nue, Hempstead, serving Nassau 
_ County and at 621 North Windsor 
Avenue, Brightwaters, serving agents 
and brokers in Suffolk County. 

ol Javors, who is associate general 
agent and has been with the agency 
Since 1953, is in charge of the Hemp- 
aoe office. Jerry J. Jerome Jr., with 

€ agency since 1954, has been named 
manager at Suffolk. 
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Colonial Designs New 


Jumping Juvenile Plan 
Colonial Life has introduced the 
junicr estate builder, a new plan for 
permanent life for juveniles. 
The contract differs from the usual 
jumping juvenile policies. It provides 





two automatic increases in the amount 
of protection instead of one. It pro- ® 
vides an increase at age 18 of three 
times the amount originally applied 
for, and a further increase at age 25 to 
five times the original face amount. 
The premium never increases. The 
plan becomes fully paid-up at age 65. 

Colonial Life designed the plan to 
increase in amount as the child’s needs 
and responsibilities increase and, for 
this reason, selected two specific ages. 
Most children are ready for college or 
specialized education at age 18, when 
additional funds may be needed. Most 
young people are ready for a career 
or marriage in the middle 20s, when 
more protection may be needed. 

The junior estate builder contains 
the usual non-forfeiture benefits such 
as cash values, reduced paid-up and 
extended term. A payor benefit avail- 
able on the life of the parent may 
provide waiver of premium in event 
of death or disability of the payor. 
If the payor dies or is disabled before 
the child’s 21st birthday, all premiums 
are waived until the anniversary near- 
est the 25th birthday. 

The plan is available to boys and 
girls between ages 0 and 14 and no 
medical is required ordinarily. Maxi- 
mum amount which may be written is 
five units, original face amount being 
$5,000. 





Keeping over 3,000 life insurance agents informed 
and up-to-date on company procedures is a con- 
tinuing job. Life of Georgia’s attractive booklet, 
This is for You, is a handy help. Packed with 
information, facts and figures, it has proved invalu- 
able in orienting new agents and as a ready ref- 
erence for veteran fieldmen. 





Sheldon Named in Col. 


Midland National Life of Water- 
town, S. D., has appointed Clarence 
















O. Sheldon as manager in Beverly Ly 

Hills, Cal. He will also be in charge GE L@GEORG 

of the brokerage operation of Midland ie hy INGURES SHE SOUTH siNGE 3 
I 


National in Los Angeles. Mr. Sheldon 
has .been in life insurance since 1947 
when he started with Prudential at 
Los Angeles and for the last two years 
he has been division manager for Pru- 
dential. e 
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Montgomery Dies at 85; 
Headed Acacia Mutual 


(CONTINUED FROM PAGE 3) 
would tax each mutual company on 
the basis of the interest income in ex- 
cess of its contract and other interest 
obligations to policyholders and each 
stock company on a basis consistent 
with the fact that such companies are 
privately owned business corporations 
operated for the profit of their stock- 
holders. 

Mr. Montgomery spearheaded a 
“crusade against communism” de- 
signed, as he put it, “to help save life 
insurance—not to sell it.” In an ad- 
dress which Kenneth Wells, president 
of Freedoms Foundation, later de- 
scribed as “one of the greatest contri- 
butions to the future welfare and se- 
curity of our land,” Mr. Montgomery 
showed clearly how communist in- 
filtration was endangering the safety 
of the life insurance protection that 
Americans have provided for their 
dependents. He pointed out how the 
Russians immediately confiscated all 
the assets of the German life compa- 
nies in the eastern zone of occupation 
following the second world war. In 


lieu of protection, each policyholder 
was given a certificate representing a 
fraction of the face amount of their 
former policies. Mr. Montgomery em- 
phasized that should communism pre- 
vail in the United States, the first 
business the communists would de- 
stroy would be life insurance, liquidat- 
ing assets, wiping out dollars belong- 
ing to policyholders, cancelling insur- 
ance in force and making everyone de- 
pendent on the state for security. 

For his address Mr. Montgomery re- 
ceived the Freedoms Foundation gold 
medal. 





Former Constitution Life 
Officers Plead Not 
Guilty To Grand Theft 


Ross Bohannon and Homer and W. S. 
Snowden, former officers of Constitu- 
tion Life of Los Angeles, have pleaded 
not guilty to indictments by Los 
Angeles county grand jury of grand 
theft and conspiracy based on their 
action while officials of Constitution. 
Jan. 9 has been set as the trial date. 

The indictment followed a California 
department examination of the com- 
pany and subsequent plans of a merger 
of Constitution with United of Chicago. 
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are increased and made more 
profitable through use of the 
Company's unique Retirement 
Income Sales Kit. This Kit, com- 
plete with a phonograph train- 
record, 
materials needed to make a 
convincing Retirement Income 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 
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National L. & A. Names 
Wilson Assistant V-P; 


Promotes Four Others 


National Life & Accident has ap- 
pointed E. T. Wilson assistant vice- 
president to succeed Frank B. Emmer- 
ling, who has retired. 

James T. Riley, manager of general 
accounting, has been made home office 
auditor. E. H. Ellis, manager of tax 
accounting, was named manager of 
general accounting. J. B. Tindall, man- 
ager of industrial accounting, was ap- 
pointed manager of tax accounting. 
W. A. Barclay, cashier at Los Angeles, 
was named manager of industrial ac- 
counting at the home office. 

Mr. Wilson, a CPA and associate of 
Life Office Management Assn. Insti- 
tute, has been home office auditor 
since he joined the company in 1942. 
He previously was with the bureau of 
internal revenue. 

Mr. Riley joined the company in 
1936 and continued working while at- 
tending college. He was assigned to 
the actuarial department when he was 
graduated in 1941. He went to the 
treasury department in 1946 and was 
made manager of general accounting 
in 1948. He is an associate of Life Of- 
fice Management Assn. Institute. 

Mr. Ellis joined the company in 
1950 and, after training, was named 
assistant auditor. He was appointed 
manager of industrial accounting in 
1953 and manager of tax accounting in 
1954. 

Mr. Tindall, former secretary and 
board member of Consolidated of 
Nashville, joined National Life & Ac- 
cident as manager of industrial ac- 
counting in 1954. He is a CPA. 

Mr. Barclay joined the company at 
Beverly Hills in 1940 and was super- 
intendent before becoming a branch 
office cashier. 


National of Vermont 
Increases Issue Limit 


National Life of Vermont has 
changed its by-laws to remove former 
limitations on the size of individual 
policies and will now consider applica- 
tions for $1 millicn or more wherever 
circumstances warrant such action. 
There will be no limit of issue on an 
individual life except as determined by 
the company’s selection standards. 

The company’s by-laws formerly 
limited issue on an individual life to 
$500,000. The company’s retention lim- 
its remain at $500,000 and the addition- 
al. amounts will be made available 
through reinsurance. 





Life of Ga. Promotions 


Life of Georgia has promoted J. Sam 
Jowers from district manager at Knox- 
ville to division manager for Kentucky 
with headquarters at Louisville. 

He succeeds A. E. Oliver, who trans- 
ferred to Montgomery as manager of 
southern Alabama to replace W. A. 
Humphries, who retired after 32 years 
with the company. 

Miles W. Dempsey has been pro- 
moted from home office training 
assistant to succeed Mr. Jowers at 
Knoxville. M. L. Coleman was ad- 
vanced from staff manager at Texar- 
kana to district manager at El Dorado, 
Ark. Tollie M. Hastings was promoted 
from staff manager at Florence, Ala., 
ad district manager at Clarksdale, 

iss. 





Arlo N. Adams has been named bro- 
kerage manager of Manhattan Life’s 
Portland, Ore., agency. He previously 
had been with Manufacturers Life for 
seven years. 


<< 


Pan-Am Liberalizes 
Underwriting Policies 


on Servicemen, Fliers 


Pan-American Life has increaseq 
the coverages for servicemen without 
war restrictions and liberalized the yp. 
derwriting of aviation risks. The com. 
pany believes the fear of internationg) 
conflict has lessened throughout the 
world, according to Charles Smith, un. 
derwriting secretary. 

The company will issue a maximum 
of $50,000 to commissioned and nop. 
commissioned officers in certain 
groups. Higher ranking officers, age 
45 or older with administrative duties 
only and presumably permanently as. 
signed to non-combat units, may be 
considered for larger amounts of un. 
restricted coverage. The amount of. 
ered to reservists. reserve officers 
training corps students and those of 
draft age also has been increased. 

The amount granted to military pi- 
lots has been raised in certain age 
brackets. Private and student pilots wil] 
be considered for normal limits. 

Waiver of premium disability and 
double indemnity will be granted at 
standard rates. 


Plan Fall Meetings of 
Chicago Round Table 


Chicago A&H Underwriters Round 
Table has scheduled three speakers 
for its fall schedule of meetings. 

Dr. Julius B. Novak, medical direc- 
tor of Tuberculosis Institute of Chicago 
and Cook County, will speak on tuber- 
culosis treatment, cure and recurrence 
at the Sept. 15 meeting. 

Donald Silldorf, combined group of 
Chicago, will moderate a visual pro- 
gram and panel discussion of the un- 
derwriting of risks with a tuberculosis 
history at the Oct. 20 meeting. 

George Dahlstrom, Washington Na- 
tional, will moderate a panel discus- 
sion of exclusion riders at the Nov. 17 
meeting. Panel members will discuss 
settlement of claims where a rider ex- 
cludes coverage for a disease which ac- 
counts for only part of the disability in 
question. 


Name Trask Secretary 


of Life at Travelers 


Travelers has appointed Herbert I. 
Trask secretary of the life department. 

Mr. Trask joined 
the company in 
1932 as a field man 
in the mortgage 
loan department. 
He was made an 
examiner in the 
life, accident and 
group claim de- 
partment in 1934, 
and four years 
later became an 
attorney in the 
law department. 

He is a member 
of the bar and Assn. of Life Insurance 
Counsel. 





Herbert |. Trask 


Booklet on Planning 


Agent's Estate Issued 


The talk that John Barker Jr., vice 
president and general counsel of New 
England Mutual Life, gave at the 
1955 meeting of the Million Dollar 
Round Table on planning the agent’ 
own estate has been amplified by Mr. 
Barker and issued in booklet form 
by New England Life. It has beet 
distributed to each member of the 
MDRT. Others desiring copies should 
write to New England at Boston. 
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Five new directors elected at the annual meeting of the American Society 
of Chartered Life Underwriters represent a cross section of the country. From 
left to right J. Carlton Smith, educational director, Southwestern Life, Dallas; 
Lillian G. Hogue, New York Life, Detroit; Harold K. Myers, assistant manager, 
Travelers, Cleveland; Robert K. Powers, general agent, Massachusetts Mutual, 
Spokane; and Herbert C. Florer, general agent, Aetna Life, Boston. 








Stoecker Retires at 


Denver: Name Duncanson 

George A. Stoecker, manager of life 
and A&H at Denver, has retired after 
33 years with Travelers. Francis Dun- 





Francis Duncanson George A. Stoecker 


canson, assistant manager since 1951, 
has been named to succeed him. 

Mr. Stoecker joined Travelers in 
1922 at Newcastle, Wyo. He was named 
field supervisor at Denver in 1923 and 
assistant manager in 1929. 

Mr. Duncanson joined the company 
as a field supervisor at Denver in 1949. 


Chicago A&H Golf Outing Set 

Chicago A&H Assn. has scheduled 
its annual golf outing for Sept. 21 at 
Itasca Country Club. Frank Watt of 
Washington National, is in charge of 
reservations. 




















SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 
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Western States Life Buys 
Public Savings of N. C. 


Western States Life of Dallas has 
purchased Public Savings Life of 
Charleston, S. C., at a price of more 
than $3 million. Public Savings will 
continue to operate under its old name 
with the home office at Charleston and 
with executive offices at Dallas, and 
Western States Life will be merged 
into it. 

As a result, Public Savings now has 
more than $42 million of insurance in 
force, premium income of $3% million 
and more than 200 full-time agents. 

R. W. Pullen, president of Western 
States, is the new president of Public 
Savings succeeding C. E. McCants, 
founder and retiring president. Mr. 
McCants will remain on the board, and 
the other directors are Mr. Pullen 
and John P. Walker Jr., A. D. Martin, 
Blanton W. Burford and Herbert M. 
Pryor, all of Dallas. 





Hawkins to Austin Agency 
of General American Life 


General American Life has estab- 
lished a new agency at Austin, Tex., 
and appointed Ro- «& 
bert H. Hawkins 
general agent 
there. 

Mr. Hawkins be- 
gan his insurance 
career in 1946 with 
Pacific Mutal Life 
at Detroit. He was 
named supervisor 
of that agency in : 
1950 and special- 
ized in recruiting A = 
and training. Bie Ae: 

After service in R. H. Hawkins 
the second world war, he went to 
Austin for Pacific Mutual. For the past 
year he has been with American 
Founders Life as agency director. 








Cites Mortgage Credit 


Program for Flood Aid 


Albert M. Cole, U. S. housing and 
home finance agency administrator, 
has praised the action of life compa- 
nies in expanding lending activities 
of the voluntary home mortgage credit 
program in disaster areas. His con- 
gratulations were sent to Milford A. 
Vieser, financial vice-president of 
Mutual Benefit Life and chairman of 
the industry program, and Carroll M. 
Shanks, president of Prudential. 

Mr. Cole said his agency is proud to 
align itself with local and state offi- 
cials whose task in the flood emer- 
gency will be alleviated by the 
generosity of life companies. 

Principal participants in the pro- 
gram are 1,600 life companies, com- 
mercial and savings banks and savings 


and loan associations. Its objective is 
to make mortgage credit available 
from private sources on a nationwide 
basis in small towns and remote areas 
where adequate financing is not avail- 
able through normal channels. It seeks 
to reduce the need for direct govern- 
— lending in the housing mortgage 
ield. 


Quimby to Occidental Life 


John I. Quimby, former agent for 
Aetna Life at San Francisco, has been 
appointed assistant manager of Occi- 
dental Life of California’s San Fran- 
cisco office. 








Great-West August Sales Up 8% 


August sales of $26,300,000, 8% 
ahead of comparable 1954 figures, have 
been reported by Great-West Life. 
New sales so far this year are $10 mil- 
lion ahead of the same period last 
year. 

The Vancouver agency of C. F. Dun- 
fee, with $1.7 million of new sales, led 
all agencies while Earl M. Schwemm’s 
Chicago agency topped United States 
branches with $1.4 million. 

G. J. Dignem of Kingston, Ontario, 
was top representative with $290,500 
of new sales. 


W. P. Weaver to Head 
Great Northwest Life 


William P. Weaver, 33, has been 
elected president of Great Northwest 
Life to succeed his father, Samuel P. 
Weaver, who has retired. 

The younger Weaver was formerly 
executive vice-president of the com- 
pany. 





Name Thormeyer in D. C. 


Massachusetts Mutual Life has ap- 
pointed Julius C. Thormeyer manager 
of mortgage loans and real estate at 
Washington, D. C. He succeeds Char- 
les P. Landt, who has r 

With the company since 1933, Mr. 
Thormeyer was at the home office for 
nine years and previously was in the 
real estate department at St. Cloud, 
Minn., and Rochester, N. Y. He has 
been assistant manager at Washington 
since 1954. 


Liberty Life Lowers Rates 


Liberty Life has reduced its non- 
participating rates for life and endow- 
ment policies. At the same time, the 
company introduced a life paid at 90 
policy with a minimum of $20,000. 
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Write: FORREST D. GUYNN 
The Old Line Life insurance Co. 


of America 
Milwaukee 1, Wisconsin 


LIFE... SICKNESS. . 


OUR EXPANSION PROGRAM OFFERS 
A TREMENDOUS OPPORTUNITY 
FOR QUALIFIED AGENTS 


* FINANCIAL ASSISTANCE 
Top Commission Contracts 
Salaried Agents Contracts 


% COMPLETE LINE OF MODERN COMPETI- 
TIVE POLICIES 
(Participating and Non-Participating) 
* SPECIAL TERM REDUCING MORTGAGE 
PLAN 
* EXCELLENT ACCIDENT AND SICKNESS 
AND HOSPITALIZATION POLICIES 


* SUB-STANDARD TO TABLE ‘'P” 
(500% Mortality) 


General Agencies available in Ohio, 
Illinois, Indiana, lowa, M'zhigan and 
Minnesota 







INSURANCE COMPANY OF AMERICA 


HOME OFFICE: MILWAUKEE 


HOSPITAL 


. ACCIDENT... 
. A General Agency Company 
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ACTUARIES 








CALIFORNIA 


IND. & NEB. 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 

ARTHUR M. HAIGHT, President 
Indianapolis -Omaha 





























GA. VA.-N.Y. 


BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 


RICHMOND ATLANTA NEW YORK 


ILLINOIS 





MISSOURI 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 














NEW YORK 








Consulting Actuaries 
Auditors and Accountants 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 


Wolfe, Coreoran & Linder 


116 John Street, New York, N. Y. 

















OKLAHOMA 














W. J. BARR 





Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 
Rorry, S. Tressel, M.A.LA. W. P. Kelly 
M, ‘olfm. A. Setwood 


an, F.S.A. ° 
Moscovitch, A.S.A. M. Kazakoff 


D. Sneed L. Miler 


CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 




















PENNSYLVANIA 











CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. 


Chicago 4, Ill. 





FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 


E. P. Higgins 
PHILADELPHIA 
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Would Bar Sales to Gls 


Unless Insurer Licensed 
(CONTINUED FROM PAGE 1) 
that proper safeguards, specified in 
the report, be placed on the use of the 
allotment system so that a serviceman 
may invoke the allotment privilege 
without pressure or influence from 
any source. 

Noting that punishment for abuses 
has seemed to fall much more heavily 
upon agents than upon companies, the 
committee recommends that in the en- 
forcement of the regulations compa- 
nies and agents be treated alike and 
that the punishment of a company be 
just as severe as that exacted of its 
agent, pointing out that “if the priv- 
ilege of selling life insurance is worth 
anything at all, it is worth as a price 
the highest degree of integrity and re- 
sponsibility.” 

The Hebert report is outspokenly 
critical of the weakness of the restric- 
tions on some of the things that have 
been going on in connection with sales 
of life insurance in this country and 
abroad. 

The committee is quite impatient 
with the regulatory provision requir- 
ing company and agent to be licensed 
to sell on military reservations where 
the state and federal governments 
have concurrent jurisdiction but re- 
quiring, in “ceded” reservations only, 
that the company and agent be li- 
censed in some state—not necessarily 
the same state. 

“An examination of the record 
shows that even the few companies 
protesting state regulation present 
very shallow arguments,” the report 
states. “These opponents of state reg- 
ulation happen also to be largely made 
up of those companies responsible for 
the abuses occuring in the European 
command. The testimony and evidence 
before us is that the cost of qualify- 
ing agents and companies within any 
of the 48 states or territories is an in- 
significant financial obligation. 

“The resistance, therefore, to state 
regulation cannot be placed upon fi- 
nancial grounds. By a statement of 
their own counsel, it is represented 
that with few exceptions each could 
qualify under the laws of the 48 states. 
If they possess the necessary qualifi- 
cations but are unwilling to accede 
to state regulations and supervision, 
then their protest does not have much 
significance. In fact, it gives rise to 
the implication that perhaps it is the 
fear of state regulations and the de- 
sire to run ‘footloose and fancy free’ 
that is the more impelling reason for 
opposing state regulations. 


“All the evidence considered, we 
think that, within continental United 
States, a return to the system of state 
regulations and licensing of compa- 
nies and agents is required immedi- 
ately.” 

The committee points out that with 
respect to the forces in foreign coun- 
tries the problem is different. 

“In Europe we found agents licensed 
in one state and companies in another, 
all qualifying and licensed under the 
‘exception’ provided in paragraph 2 of 
the regulations,” the ‘report continues. 
“We found that the examination qual- 
ifications of agents was largely a fake. 
The testimony before us, our own 
business experience and all of the lit- 
erature of the profession relating to 
insurance, demonstrates that insur- 
ance is an intricate and complicated 
business. It is not something that is 
picked up out of a table of rates or a 
mass of fine print in policies. Likewise, 


it requires a high code of ethics phy 
sound and mature business judgment.” 

Under present defense departmen; 
regulations, the military field com. 
mander “is a local insurance com. 
missioner with none of the facilities 
to do that job,” according to the He. 
bert report. 

“The association of insurance com. 
missioners has offered before our sub. 
committee to place at the disposal of 
the Defense Department an advisory 
committee, with experience and cop. 
tinuing availability of current acty. 
arial and financial information,” the 
report notes. “By this means the De. 
partment of Defense and the overseas 
commander will have available exper 
advice of disinterested and informe 
advisers, instead of being required t 
pick his adviser casually from among 
his officers. 

“It is our recommendation that the 
Secretary of Defense accept promptly 
the offer of the association of insur. 
ance commissioners and that there 
should be appointed a board of five 
commissioners, chosen from among the 
states and territories rotated at annual 
intervals to ease the burden and to 
insure impartial judgments.” 

The committee states that “one out- 
standing observation” has _ emerged 
from its studies: Life companies have 
been too readily exculpated and too 
successful in divorcing themselves 
from misconduct of their agents. The 
punishment of agents for violations 
of the regulations has been heavy 
while that of companies has been 
light by comparison. 

“But the first principle of agency 
is that the choice of the agent is of 
the company,” the report continues. 
“Once the agent is accepted by the 
company he is cloaked with the full 
legal and moral responsibility of his 
company. His actions are the con- 
pany’s actions, otherwise he is not an 
agent. If companies choose to act by 
agents, they must accept full and 
prime responsibility for the actions of 
their agents and to those who have 
fallen prey to any misconduct.” 


The Hebert committee considered 
the possibility of curtailing the allot- 
ment privilege which permits deduc- 
tion from pay to take care of life in- 
surance premiums. 

Proper regulations and observation 
of regulations in the use of the allot- 
ment form are essential to maintain 
a satisfactory standard of ethics in the 
sale of commercial life insurance un- 
der military license, the report em- 
phasizes. The allotment privilege has 
substantial advantages to the insured, 
the committee observes, and _ conse- 
quently, after a full hearing of the pros 
and cons, the committee came to the 
opinion that the allotment system 
should not be discontinued, although 
pointing out that this does not mean 
that further regulation is not needed. 
These things appear to be required, 
according to the committee: 

1. Allotment blanks should not be 
in the hands of agents. It is not enough 
to prohibit the overprinting of the 
names of companies. The serviceman 
should be required to sign his allot- 
ment form out of the presence of any 
agent and after having had the advice 
of an insurance officer and fully un- 
derstanding the obligation that he as- 
sumes and the purpose for which he 
is permitting deductions from his pay. 

2. At the time of signing there 
should be furnished to the insurance 
officer and by him to the insured, 4 
copy of the statement which the agent 
is required to make out as prescribed 
in the regulations. 
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‘New England Life’ Now Official Informal 
Designation for New England Mutual Life 


BOSTON—New England Mutual 
Life will change the emphasis in its 
advertising logotype so as to put the 
stress on “life” rather than “mutual.” 
Except where the full official name 
of the company is used, the designa- 
tion will be “New England Life.” 
There is no change in the corporate 
name or in the company’s completely 
mutual character. 

The purpose is to make additionally 
certain that the public identifies the 
New England as a life company. A re- 
cent brand identification study indi- 
cated that there is widespread confu- 
sion in the public mind about the iden- 
tities of individual mutual insurance 
companies, regardless of whether they 
sell life, fire, casualty, or something 
else. New England Life conducted two 
other. research projects that made it 
abundantly clear that to the general 
public the important thing about a 
company is what it sells. 


* . e 
“Many of our field men have always 
referred to the company as the ‘New 
England Life’ because it is easier to 


Agents! 
Do You Want... 


Large Commissions 
Steady Renewals 
¥ Standard Policies 


(rates and provisions competi- 
tive with every old line legal re- 
serve life company in the U. S.) 





Three Specials 


Selective Insured Investment Plan. 
Junior Insured Savings Plan. 
Guaranteed Life Annuity. 


Agency franchises in Arkan- 
sas, Florida, Kansas, Louisi- 
ana, Mississippi, Missouri, 
Nebraska, New Mexico, Okla- 
homa, Tennessee, Texas and 
the Territory of Hawaii. 


¥ A Sound Company 
($127 in assets for every $100 of 

liability). 
National Equity Life has operated in the 
South for 31 years, and is now expand- 
ing. 
This may mean unusual opportunities 
for you. 

Write today for full information. 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
R. D. Lowry, Pres. 











BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 


South 





Calif & Ari Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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say and describes what we sell,” ob- 
served President O. Kelley Anderson. 
“But probably the great majority of 
us, in home office and field alike, 
have used the more mouth-filling 
‘New England Mutual.’ 

“We have carefully assessed possible 
disadvantages in switching emphasis 
from the iatter, but feel they are far 
outweighed by the much greater iden- 
tification value of the shorter, crisper, 
clearer ‘New England Life’. I would 
like to say emphatically, however, that 
no change whatever is contemplated 
in the corporate name of the company. 
True mutuality will always be the par- 
amount feature of our business opera- 
tion.” 

An extensive advertising campaign 
in leading national magazines will af- 
ford strong support for the new pro- 
gram, which will also be reflected in 
letterheads, forms, etc. 


Mutual of N. Y. Names 


Murrah and Gullyes 


Mutual of New York has appointed 
Charles R. Murrah and Robert J. 








Ae 


R. J. Gullyes 





C. R. Murrah 


Gullyes managers at Kansas City and 
Phoenix, respectively. 

Mr. Murrah succeeds Albert I. Bonk, 
now manager at Fargo, and Mr. Gull- 
yes replaces W. Lloyd Peterson, named 
manager at Los Angeles. 

Mr. Murrah joined the company at 
Shreveport in 1949. He was promoted 
to assistant manager at Dallas in 1951 
and advanced to training assistant 
last April. 

Mr. Gullyes joined the company at 
Pittsburgh in 1947. He was advanced 
to assistant manager in 1949 and pro- 
moted to training assistant in 1954. 


Guardian Names Fulton 


Guardian Life has appointed T. 
Read Fulton man- 
ager at Baltimore. 
He succeeds Na- 
than R. Smith Jr., 
relieved at his own 
request from the 
post he has held 
since 1935, who 
will stay on as as- 
sociate manager 
and work on de- 
veloping business 
from brokerage 
sources. 

Mr. Fulton has 
been with State 
Mutual Life in 
Baltimore since 1948. 


New Retail Credit Office 


Retail Credit Co. has opened a new 
office at Fort Lauderdale, Fla., to 
service Palm Beach, Broward and part 
of Hendry counties. W. J. Bloodsworth 
is manager. He has been assistant 
manager at Miami and has been with 
Retail Credit for nine years. 
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T. Read Fulton 








Completes Am. Income Purchase 
Wabash Life of Indianapolis has 
completed purchase of American In- 
come Life of Kentucky, and the latter 
has been moved into the new home 
office building of Wabash. 


Bankers Nation- 
al Life has passed 
the $300 million 
mark of insurance 
in force. President 
Ralph R. Louns- 
bury learned of 
the achievement 
when he found 
300+” spelled 
out with 300 pen- 
nies on his desk. 
This greeting was 
prepared by Wil- 
liam J. Sieger, 
vice-president and 
superintendent of 
agencies, Will B. 
Chambers, _ secre- 
tary, John D. 
Brundage, admini- 








strative vice-president, and Elmer H. Hardebeck, vice-president and actuary. 
The company, founded in 1927, reached the $100 million in force mark 17 
years later and the $200 million mark 7% years after that. During the first 
seven months of 1955, ordinary sales increased 20.6% and ordinary in force 
rose 36.8%. Average ordinary policy size was $8,102. 





Liberalizes Pilot Cover 


Lincoln National Life will now con- 
sider cover for private pilots on a 
standard basis for any plan except 
modified 2 where the pilot is mature, 


engaged in a permanent occupation 
and not flying for pay or connected 
with the aviation industry, has over 
400 solo hours experience, is flying less 
than 110 hours annually and expects 
to continue to fly in that manner. 
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Sixty-Second Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $195,000,000 to 
Policyowners and _ Beneficiaries 
since organization September 5, 
1894... . The Company also holds 
over $85,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $221,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 


xe 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 
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Require General Agents 
to Report Commissions 
Paid Soliciting Agents 


A new ruling of internal revenue 
service requires general agents of life 
companies to file information returns 
reporting commissions paid to solicit- 
ing agents. The responsibility for turn- 
ing in the information belongs to the 
general agents rather than to the 
companies. 

Revenue ruling 55-522 requires gen- 
eral agents to file information returns 
for all full-time soliciting agents who 
are paid $600 or more during the year. 
The general agent must file form 1099, 
which is an information return on 
commissions paid to each soliciting 
agent, and form 1096, an annual infor- 
mation return summarizing the com- 
missions paid to soliciting agents. 

-General agents are required to make 
the filings under section 6041-A of the 
internal revenue code of 1954. Both 
general and soliciting agents are con- 
sidered independent contractors when 
life companies sell policies through 
the agency system. The general agents 
are held to be the payors of commis- 
sions to soliciting agents because this 
money is retained by the general agent, 
while the balance is forwarded to the 
company. Under the typical general 
agency setup, the soliciting agent’s 
contract is with the general agent 
rather than the home office. 





Guarantee Reserve Life 
Home Office Is Bombed 


A bomb placed at the entrance of the 
home office of Guarantee Reserve Life 
of Hammond, Ind., Wednesday rocked 
the business district and shattered the 
company’s windows and broke all the 
windows directly across the street. 
Vice-president Jerome F. Kutak of 
Guarantee was unable to give police 
any motive for the bombing. This was 
the 27th such bombing in the Chicago 
area in the last 16 months, but the.first 
in northern Indiana. 





Banner Life Receives 
Charter in Georgia 


Banner Life Insurance Co., Bruns- 
wick, Ga., has received its charter 
from the state. The company will 


write life, A&H, hospitalization, group 
life and hospitalization and group 
credit life. The company will specialize 
in industrial with a separate division 
for ordinary. 

Reuben H. Shipp has been named 
executive vice-president and secretary. 
He has been with Commonwealth Life, 
Kentucky Home Mutual Life and 
Coastal States Life. William R. Killian, 
Brunswick attorney, is general counsel. 

Stock is being offered at $15 a share 
to Georgia residents only. 





National Reserve Life 


Leaders Meet at Chicago 


National Reserve Life of Topeka had 
186 qualifying agents and wives at its 
convention in Chicago last week. On 
hand from the home office were Pres- 
ident H. O. Chapman; W. J. Harris, 
vice-president and secretary; Harry 
Lee, H. A. Erlandson, J. M. Barkes 
and Holton Davenport, vice-presi- 
dents; H. O. Chapman Jr., assistant 
secretary and assistant treasurer; M. J. 
Christensen, actuary, and R. Reagan 
and Dwight Larson, medical directors. 

Among the guests were Ralph H. 
Kastner, general counsel of American 
Life Convention, and W. Lee Shields, 
associate general counsel. 

The Terry Vane Chicago metropoli- 
tan agency conducted a business in- 
surance and estate planning program, 
and the F. W. Braubach agency of 
San Diego handled a session on pack- 
age selling. 





Society of Actuaries to 
Hold Chicago Meeting 


(CONTINUED FROM PAGE 1) 
surance and valuation with electronic 
data processing machines. 

The first discussion will be broken 
up into six points as follows: In terms 
of results obtained what evidence is 
there to support rules requiring the 
following: Two medical examinations? ; 
Special heart reports as supplements 
to regular examinations? Home office 
urinalysis?; Electrocardiograms and 
chest x-rays?; Attending physicians’ 
statements?; Inspection reports? 

The discussion on group insurance 
will have four parts: What approaches 
have companies adopted for selling, 
underwriting and administering group 
coverages for small employer groups? 
What considerations and techniques 
are involved in establishing the larger 
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make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. 
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MICHIGAN STATE MANAGER 
WANTED IMMEDIATELY 


Position now open with a progressive, rap- 
idly expanding Life company. Liberal fi- 
nancial arrangement for the right man. 
Includes: salary, high commission schedule, 
expenses, percent of state production and 
bonus. 

If you ore stymied in your present position 
and looking for rapid advancement poten- 
tials, write now to Box H-7, The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill., enclosing complete back- 
ground and job history. All replies strictly 
confidential. 








ACTUARY WANTED 


Midwestern Actuarial firm has openings 
for two actuaries; one who likes to meet 
people to work on pensions, the other to 
work on general life actuarial matters. 
Write Box H-6, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill., 
stating age, experience and probable sal- 
ary expectation. Our employees have been 
advised of this advertisement. 








ASSOCIATE ACTUARY 


Twenty year old well established Southwestern 
Life Insurance Company having $125,000,000 in 
force (All Ordinary—No Group, Industrial or 
H & A) desires Associate Actuary, age range 30-40 
preferred. Please write giving education, experi- 
ence, other qualifications, family status and salary 
expected. Address Box H-14, The National Un- 
= Co., 175 W. Jackson Blvd., Chicago 4, 
nois. 








ACTUARY AVAILABLE 
Fellow of the Society of Actuaries, age 30, 
interested in locating with a top flight pen- 
sion organization. Please address any in- 
quiry to Box H-13, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 








4, Illinois. : 





maximum amounts of group life in- 
surance currently being offered by 
many companies? What plans of major 
medical benefits are gaining public 
acceptance? How well are these plans 
filling the needs for which they were 
designed? To what extent can eclec- 
tronic data processing machines be 
applied effectively to group insurance 
problems? 

The third discussion will have five 
sections: What methods should be used 
to compute reserves with electronic 
equipment? What changes are contem- 
plated in methods used to obtain policy 
reserves? What reserve verification 
procedures are appropriate for use 
with electronic equipment? 1% what 
extent can valuation functions be in- 
tegrated with other operations? How 
would supplementary information now 
derived from the valuation process 
be obtained? 

Informal discussions on Friday will 
deal with annuities under the following 
phases: How well are life companies 
carrying out their responsibilities for 
providing income to the aged? How 
will variable annuities be handled as 
regards features to be included, regu- 
latory safeguards, achieving balance 
between fixed dollar and variable dol- 
lar contracts, and how can variable 
contracts best be issued? How can the 
maximum annuity needed on one life 
be determined? 

The final discussion on Friday will 
cover society meetings dealing primar- 
ily with time of meetings, type of 
meetings, place of meetings and any 
changes in the meeting program 
deemed necessary. 


NALU Files Brief Opposing 
Tontine Type Contracts 


(CONTINUED FROM PAGE 1) 
attention, the superimposition just re- 
ferred to is accomplished by simply 
charging premiums under a given plan 
of insurance at an excessive level in 
comparison with those normally 
charged under contemporary practices 
among companies selling participating 
policies. Such excesses provide mar- 
gins in the premiums, some portion 
of which is simply dumped into the 
‘pot’ to accumulate by benefit of sur- 
vivorship to the end of the specified 
term. While absolutely without guar- 
antee, benefits of survivorship are 
frequently distorted by unwarranted 
emphasis upon high policy termination 
rates leading to illustrations of bene- 
fits at the end of 20 years which bear 
a very large relationship to both the 
guaranteed equities under the poli- 
cies and the regular annual dividends 
thereunder and, hence, are foreign to 
the principle underlying the provision 
of the New York insurance law above 
cited. 
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“Note here that while tontine divi- 
dends under the practice herein de- 
scribed are paid to the survivors of a 
group at the end of a specified policy 
year, settlement dividends are paid to 
terminators who surrender their pol- 
icies in any year commencing with 
the initial year applicable to a given 
scale and class of policies. Thus, un- 
der tontine dividend practice the ‘al- 
lotments’ are accumulated by benefit 
of survivorship, a very powerful force 
when termination rates are high, while 
such force under settlement dividend 
practice is greatly minimized or non- 
existent, since the terminators take 
with them shares of surplus as they 
leave the company. This is perhaps 
the most important distinction be- 
tween the two practices. 

“In summary, sound life insurance 
operation calls for the retention of 
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surplus margins held for the genera] 
protection of all policies in force with 
a company. As a part of such opera. 
tion the practice of allowing settle. 
ment dividends can be a useful sup. 
plement to the system of regular an. 
nual dividends, enabling the company 
to pay out parts of such margins upon 
the termination of policies when such 
margins are no longer required. 
“In this way, balances of equity be. 
tween continuing and withdrawing 
policyholders can be reasonably main. 
tained. On the contrary, it would ap. 
pear that “deferred” dividends, in the 
sense described in this brief, are not 
essential to and, in fact, are foreign 
to the basic life insurance operation, 
being used only to promote sales by 
tontine devices that promise highly 
attractive rewards to a relatively few 
survivors at the expense of the 
who cooperated in a risk venture sy. 
perimposed on their policies without 
relation either to the financial needs 
or policy of the company or to the 
general interest of all policyholders.” 





Realignment of A&H 
Set for Discussion at 
A&H Bureau Annual 


The issue of the realignment of A&H 
association responsibilities as proposed 
by the joint committee on health in- 
surance is set for discussion during 
the business session of Bureau of A&H 
Underwriters’ annual meeting at Bret- 
ton Woods, N.H., Sept. 26-28. Mem- 
bers will decide bureau action on the 
matter at that time. 

At the general sessions of the con- 
vention Commissioner Knowlton of 
New Hampshire, past president of Na- 
tional Assn. of Insurance Commission- 
ers, will discuss regulation of insur- 
ance by states; Alfred W. Perkins, 
vice-president of Union Mutual Life, 
activities of the governing committee; 
Powell B. McHaney, president of Gen- 
eral American Life, health insurance 
and a free economy; W. Rankin Furey, 
president of Berkshire Life, the rela- 
tionship of company management to a 
vital A&H program; B. M. Anderson, 
vice-president and counsel of Connec- 
ticut General Life, the growing pains 
of A&H; Arthur M. Browning, vice- 
president of New York Life, the fu- 
ture of group insurance; and Ray- 
mond F. Killion, 3rd vice-president of 
Metropolitan Life, a reevaluation of 
A&H insurance. Robert S. Schoon- 
maker Jr., secretary of the A&H de- 
partment of Berkshire Life, will speak 
as chairman of the annual meeting 
committee. 
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On the second day of the conven- 
tion the present and future objectives 
of the bureau will be discussed by 4 
panel of bureau staff members moé- 
erated by J. F. Follmann Jr., general 
manager. Panelists and their topics 
are Francis T. Crawley, developments 
in the field of individual insurance; 
David Robbins, the present status and 
future of statistics; Louis A. Orsini, 
group insurance and its problems; 
Robert Waldron and Scott Cunning- 
ham, public relations efforts; Mr. Or 
sini and Mr. Cunningham, relations 
with the providers of medical care; 
Robert R. Neal, the federal scene; and 
John F. McAlevey and J. Paul Quint, 
regulatory problems and_ develop 
ments. 

The program has been arranged t0 
begin with an informal reception Sut 


day night before a dinner and a me 8 


tion picture. 
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In ship design, it is a balance of speed, 
performance and sea-worthiness. —_- 


In life insurance, it is a balance of new 
ideas. progress and sound principles. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 





Life 
A&H life insurance in force exceeds 
Group : 
renctisc | $800,000,000.00 
7 | e 
Hospitalization 
Brokerage 
PLUS: One of the most advanced agents 
Reinsurance ce . , 
training programs in the nation. . . 
i ceniesieenrieeel Supervised offices . . . Trained Group 





. . An alert 


Underwriting and home offic> staff... 


men to assist agents . 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 











The man with a successful 
career at his 


fingertips 















There are many reasons why more people today are becoming Liberty 
Life policyholders than ever before in the company’s 50-year history. 

One big reason is that an increasing number of business and pro- 
fessional men and women are looking to their Liberty Life representative 
to translate their particular needs into sound, economical insurance 
plans. 

Naturally, for the Liberty Life representative, this means excep- 
tional opportunities for community service, personal advancement, and 
a successful career. 


Veoh. LIBERTY LIFE 


ry 50) INSURANCE COMPANY 
Greenville, South Carolina 


Financial Freedom For The Family 












Double Indemnity | Triple Indemnity 
Death Benefit | Death Benefit 
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Endowment | Protection 
at Age 65 | to Age 65 


sell 8 in One! 


COMPLETE coverage at an extremely 
LOW rate means MORE SALES with 
this EXCLUSIVE United Policy 


Non-Cancellable | Hospitalization | Waiver of 


| 
| 


Non-Cancellable | 

or 

Accident Benefit | Health Benefit Nurse Coverage | Premium 
aes a een CASA near eetnee ee ame Ie! eer earere es 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 
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Concord, New Hampshire 














Why does the man who sells Living Insurance speak up? 


It's late at the PTA meeting. Someone is 
needed to organize next year’s program. 
Again and again where good neighbors 
share the load in community projects — Red 
Cross, PTA, Community Chest and many 
others —the Man from Equitable is a willing 
volunteer. After work, he shows the same 
spirit of service that marks his business day. 
As a life underwriter, he spends his work- 
ing hours thinking of others — their hopes, 


their fears, their dreams. The Man from 
Equitable shows them how to turn these 
dreams into happy reality — with Living In- 
surance. This is modern insurance that 
stresses benefits for the living. Benefits for the 
policyholder himself while he lives. If he dies, 
benefits for the family that lives on after him. 

This concept of Living Insurance is 
dynamic—a real aid that simplifies the work 
of the Life Underwriter. It is a positive ap- 


' 


proach to selling that can lead to increasing 
sales volume. 

And in making his daily calls the Ma 2. 
from Equitable can count on a return that 
is more than money. It comes from the 
knowledge that more and more families live 
without fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service—a reward 
that makes hard work worthwhile. 


THE EQU ITABLE LIFE ASSURANCE SOCIETY OF THE U. S, 


Home Off.ce: 393 Seventh Avenue, New York 1, N.Y. 





